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“THE GOING’S HARD!”... 


And hard also is the going for widows and children who face life 
without a source of funds, such as may be assured by a John Hancock 
readjustment income plan. 

Our field men are profiting by suggesting to fathers the desira- 
bility of owning this attractive plan. The company’s national adver- 
tising in current magazines describes its appealing features, and our 
complete sales kit permits its ready demonstration from start to close. 
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YOU CAN NOW USE THE POWER 


OF 500 MINDS - fo2°h. A MONTH 


He travels fastest who learns from 
others. No man in 10 lifetimes could 
learn so much — alone. From all 
over America the ablest Agents, Sup- 
ervisors and Managers have made 
available their success plans, which are 
now embodied in the DLB Agents Service. 

FOR EXAMPLE: 

In the sections on You and Managing 
Your Business, $1 men tell what records 
they keep, how they sell larger policies, 
budget their money, improve their 
personality, etc. 

48 men tell how they Prospect. 
These two sections alone put to use 
will end your prospecting troubles. 

25 men relate their Closing Strategy. 

In the section on Investments 25 
men prove the superiority of Life 
Insurance-by chart, diagram, story. 

28 men tell how they build Prestige. 
There are 38 pre-approach, age-change 
and birthday Letters. 

/4. men show how they get information 
and work out Programs that sell. 
Yl men tell how to sell 9 different 
Packages - from Clean-Up, Readjustment 
Family Income fo Retirement: 





lL If you were going to Africa on a 
hunting trip you would get all the 
information possible from men who had 
heen there. Thus you avoid perhaps 
fatal mistakes and get maximum results 
for your time, effort and money. 


2. But your success in selling Life In. 
surance 1s intinitely more important 
than any vacation trip, 


3. The DLB. Agents Service is a clearing 
house for the methods of “men who 
have heen there” They have made 
the trip fo success — and offer you 
what they have learned. 





The DL.B. Agents Service is the fast. | 


est growing monthly loose-leaf Service 
for Life Underwriters in America. 

4 of subscribers are Agents. 

Yz of subscribers are Supervisors, 
Unit Managers, etal. 

4; of subscribers are Managers. 


Here is the best Source for i Agents who 
want to sell more-or become Supervisors; 
(2) Supervisors who want to become Managers; 
(3) Managers who know their greatest job 1s to 
constantly throw out new, tested selling ideas. 
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Social Security 
Potent Motivator 
W. L. Talbot Says 


Fidelity Mutual President, 
at Agents Convention, 
Declares New Light Dawns 


W. L. Talbot, president of Fidelity 
Mutual Life, in addressing the conven- 
tion of the Fidelity Leaders Club at 
Atlantic City, expressed the belief that 
nothing since the experience of war risk 





W. L. TALBOT 


insurance and the influenza epidemic has 
so dramatically given emphasis to the 
value of life insurance as will the federal 
government’s venture in social security. 
At first blush, he said, the facts and 
the implications of the act were disturb- 
ing. But when it was examined care- 
fully, those in the insurance business 
began to see a new light. The act was 
discovered to be as powerful a motiva- 
tor in behalf of life insurance ownership 
as the business itself could have devised. 
He said he has dismissed from consid- 
tration the social desirability of the act, 
the ultimate financial maladjustments it 
May encounter, the hazards of further 
amendments and the form and shape 
they may take. These things are con- 
Jectural. However, he said, it is fair 
to point out to any person who is 
inclined to Test his future on social 
Fed as it stands, that he may be 
faning upon a slender reed. “We know 
ping the act provides today but no man 
the * aelinge - bigs way down 
Talbot doctor will actually get,” Mr. 
€ important thing, he said, is to 

a the act as it stands and to explore 
a — that may come from the 
tio precserte, In the class A occupa- 
nal classifications of the prospect 

(CONTINUED ON LAST PAGE) 





Industrial Agents Quizzed 
by Monopoly Committee 


By R. B. MITCHELL 


WASHINGTON, D. C.—Testimony 
by industrial agents, assistant managers, 
managers and a sprinkling of agency of- 
ficers featured the third week of the in- 
dustrial hearings before the monopoly 
committee’s insurance sub-committee. 
Special Counsel Gerhard Gesell, who is 
presenting the Securities & Exchange 
Commission’s case, went into great de- 
tail in his attempts to show a connec- 
tion between companies’ agency prac- 
tices—particularly as to compensating 
field men—and possible detriment to the 
interests of policyholders and in some 
cases to the agents themselves. 

Only one of the witnesses at Tues- 
day’s session appeared to be interested 
in putting his company on the spot. 
This was Bert Cohen, an agent of the 
Equitable of Washington, whose debit 
was in the Negro and lower-income 
white district of Washington. He tes- 
tified freely, making a type of admission 
which Gesell sought without much suc- 
cess from other witnesses. 

He readily affirmed that agent turn- 
over was high in his office, amounting 
to more than 100 percent; that his for- 
mer manager was accustomed to single 
out low producers for verbal castigation 
at meetings of agents but that the pres- 
ent manager confined these “spankings” 
to the privacy of his own office, but in 
the presence of the agent’s assistant 
manager or a home office agency official. 


Most of Clients on Relief 


Mr. Cohen said he wrote most of his 
industrial on white or colored people on 
WPA or on relief. He expressed dis- 
tress at frequently finding several indus- 
trial policies on one person in a house- 
hold when the same protection could 
have been given more cheaply with or- 
dinary. Asked by Gesell if the fact that 
many households had policies in several 
companies did not result in an agents’ 
race on pay days, the witness agreed, 
adding that “it is rather cut-throat com- 
petition.” 

Queried on carrying excess arrears— 
policies which should have been lapsed 
according to the company’s rules but 
carried by the agent from his own 
money—Mr. Cohen said it is almost 
necessary for a man to do this if he 
wants to keep his job. He admitted that 
the company doesn’t want it done but 
that in order to make the necessary in- 
crease in industrial the agent cannot af- 
ford to let business in arrears lapse. He 
said men were threatened with loss of 
their jobs if their production is not 
satisfactory. 


Tells of Warnings to Agents 


Asked to be more specific, Mr. Cohen 
said this was done in “pep” meetings 
and in interviews with the manager. He 
said he had been warned a few weeks 
previously by a home office official, who 
told him and nine other agents that un- 
less there were immediate, improvement 
in debit conditions, in lapse ratio and in 
new business they would:be better off 
looking for new jobs. The! witness said 
the threat of finaling is made almost 
every day. 

As to amount of work required, Mr. 








Cohen said that no agent works less 
than 12 hours a day, since it is neces- 
sary to make many evening calls in or- 
der to see the head of the house. Asked 
how he sold industrial to Negroes, the 
witness said: “I metaphorically draw a 
hearse up to his door and park it there 
till he signs.” 

Seeing. a chance to interject the 
“burial insurance” motif, Gesell said he 
assumed the witness pointed out to the 
prospect that “if he dies he won’t have 
much money to bury himself.” Gesell 
has persistently tried to promote the 
concept of industrial as strictly burial 
insurance. 


Thought “Epilepsy” Was “Leprosy” 


There was general laughter at the wit- 
ness’ reply to Gesell’s question as to 
policyholders’ awareness of the differ- 
ence between whole life, 20-pay and 20- 
year endowment. 

“T only had one policyholder who ever 
read his policy. That was because he 
misunderstood ‘epilepsy’ and thought it 
meant ‘leprosy’ and was scared,” Mr. 
Cohen answered. He said he thought 
the agent approaches the prospect with 
his own pocketbook in mind rather than 
the policyholder’s interests. 

Asked by Gesell for typical case his- 
tories, Mr. Cohen told of a Negro 
widow who, out of a weekly wage of 
$7.50 paid his company $2.42 in indus- 
trial premiums and at least an equal 
amount to other companies. He told 
of another policyholder making $10 a 
week and paying $1.75 to his company 
and having policies in several other 
companies. 

Asked what he did when 
threatened the witness said: 
the hearse again.” 

He said he also used a printed form 
issued by his company, which began: “I 
am a lapsed policy. A widow’s tears have 
stained my withered surface,” and con- 
tinued in similar vein. 


Doesn’t Ask Health Questions 


Mr. Cohen confessed that he made no 
attempt even to ask the 21 health ques- 
tions on the application, to say nothing 
of judging the accuracy of answers. He 
said some questions were such that he 
would be embarrassed to ask them and 
in any event he was not enough of a 
doctor to judge the correctness of the 
answers. He said he just assumed the 
answers would be satisfactory and filled 
in his applications that way. 

“Have you ever heard of ‘tombstones’ 
or ‘lamp-posts’?”’ asked Gesell. 

“Oh, yes,” Mr. Cohen responded. 
“That’s a common ailment.” He de- 
scribed this as coverage written on a 
person who has no intention of keeping 
it, paid for by the agent to keep from 
turning in a blank report. The agent 
keeps this in force only until he gets his 
production to the point where he can af- 
ford to let the “tombstone” lapse, he 
said, adding that when he took over his 
debit there were several pages of “tomb- 
stones”..on the debit book but that he 
was not charged with them. Asked 
about his training, he said that it con- 

(CONTINUED ON PAGE 10) 
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Canadians on 
Point of Making 
War Changes 


Use of New Clauses and 
Adjustment of Underwrit- 
ing Practices Weighed 


By ROY W. LANDSTROM 


WINNIPEG—Great Britain’s decla- 
ration of war upon Germany has already 
produced a profound effect upon life in- 
surance in Canada. Canadian life com- 
pany officials meeting in Toronto this 
week adopted a war clause similar to 
the one put in-effect during the world 
war. The war clause also calls for the 
return of premiums paid plus cash value 
of dividends in case of death due to war 
activity as defined in the war clause. 

As it now stands no Canadian com- 
pany will insure an able bodied citizen 
up to age 45 without the war clause and 
for full coverage in the event of death 
due to war causes the premium will be 
about $100 more per thousand, the ex- 
cess premium to be returned after hos- 
tilities less the actual cost of losses. In 
the world war about $80 per thousand 
was returned. Many companies have 
already announced the withdrawa] of 
term and non-par contracts. 


U. S. Companies Advertise 


This week a few United States com- 
panies are advertising in the daily news- 
papers in Canada that insurance can still 
be purchased at “pre-war” rates, but 
Canadian managers of American com- 
panies say that the American companies 
will undoubtedly follow the Canadian 
companies action after the meeting of 
Parliament Thursday, when a declara- 
tion of war with Germany is a foregone 
conclusion. 

Many agents and general agents have 
already notified their head offices that 
they have been called to join their mili- 
tary units. This is likewise true of home 
office personnel. Field production and 
head office activity have already suffered 
from loss of manpower. However, war 
restrictions have not been and will not 
be imposed upon the United States op- 
erations of the Canadian companies un- 
less the states join the conflict. 


Dominion’s Course Predicted 


Although Canada has not declared 
war upon Germany, it is a foregone con- 
clusion that the Dominion will follow 
the course of other members of the Brit- 
ish Empire. This will tend to further 
reduce agency and home office person- 
nel. Head office officials are rather 
calm about the situation. They have 
sensed for some time that hostilities 
were inevitable and have had opportu- 
nity to put their houses in order to meet 
the emergency. 

The war clause, although not in its 
final form, will be adopted essentially as 
follows: 

(CONTINUED ON PAGE 22) 
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Announce Program 
for Underwriters’ 
Kansas City Meet 


Dr. H. W. Cook, F. L. Row- 
land, W. T. Grant to be 
Among Speakers 


The third annual meeting of the Insti- 
tute of Home Office Underwriters is 
scheduled for Sept. 14-16 in Kansas City. 
Headquarters will be in the Muehlebach 
Hotel. M. M. Blair, assistant secretary 
Atlantic Life, is chairman and D. B. 
Alport, assistant secretary Business 
Men’s Assurance is co-chairman. 

A feature of the first morning’s pro- 
gram will be an address by F. L. Row- 
land, executive secretary Life Office 
Management Association, on “Collateral 
responsibilities and opportunities of the 
lay underwriter.” 


To Repeat Clinic 


The underwriting clinic, which proved 
so popular at the previous meeting, will 
again be repeated, two afternoons being 
set aside. 

C. F. Barney, manager underwriting 
American United Life, will head the 
Thursday clinic and R. T. Sexton, under- 
writer Connecticut General heads the 
Friday afternoon session. 

J. L. Briggs, assistant secretary South- 
land Life, is chairman of the Saturday 
morning ordinary round table meeting. 

The second morning will feature 
“Some trends in selection of life risks,” 
by Dr. H. W. Cook, vice-president and 
medical director Northwestern National 
Life, and a discussion of “The home of- 
fice underwriter, a company man” by 
W. T. Grant, president Business Men’s 
Assurance. 

“Petroleum Risk Underwriting,” ac- 
companied by an elaborate moving pic- 
ture-showing the operations in the in- 
dustry will be presented by G. I. Hen- 
son, underwriter Pioneer American Life. 
The program is: 

Thursday, Sept. 14 

Chairman, D. B. Alport, assistant sec- 

retary Business Men’s Assurance. 
(CONTINUED ON PAGE 21) 





Siegel Implies TNEC 
Endorses His Work 


“Only Counsellor Firm 
Chosen to Testify,” He 
Advertises on Radio 


NEW YORK—Morris H. Siegel, 
famed for his highly sensationalized 
broadcasts attacking industrial insur- 
ance, has begun commercializing the 
fact that he was a witness last week 
before the insurance subcommittee of 
the Temporary National Economic 
Committee. In his first broadcast fol- 
lowing his appearance before the TNEC, 
Mr. Siegel did not hesitate to use the 
fact of his having been a witness as 
an endorsement for his firm and a rea- 
son why policyholders should come to 
his office for advice. 

He did not reveal that he had admitted 
on the stand that the Policyholders 
Advisory Council, owned by him and 
his brother, charges a minimum fee of 
$7.50 for advising on the readjustment 
of insurance and that the average fee 
charged customers, most of them pre- 
sumably hard pressed financially, is in 
the neighborhood of $20 or $22. 


“The Only Firm Chosen” 


In this broadcast, Mr. Siegel wound 
up by urging his listeners: 

“Come to us... to 36 West 44th 
street, the office of the country’s oldest 
and largest firm of insurance advisers 
—the only firm chosen to testify before 
the congressional committee at Wash- 
ington.” 

Turning to the testimony of President 
L. A. Lincoln of the Metropolitan Life, 
who followed him on the witness stand, 
Mr. Siegel said that the Metropolitan 
Life “has finally admitted on the record 
under oath that it has been unable to 
cope with one man fighting a lone battle 
for the under dog.” Saying that Mr. 
Lincoln had made a “vitriolic attack” on 
him until interrupted by Examiner Ger- 
hard Gesell of the Securities & Ex- 
change Commission, who was conduct- 
ing the examination, Mr. Siegel said that 
Mr. Lincoln went ahead for 15 minutes 
more in his denunciations. Mr. Siegel 
failed to say that Mr. Lincoln used that 
time to quote excerpts from Siegel 
broadcasts maligning the agents and 
that Mr. Lincoln was given permission 
to do so by the subcommittee vice-chair- 
man, Representative J. J. Casey of 
Massachusetts, who was presiding, and 
who overruled Gesell’s attempts to head 





off Mr. Lincoln’s line of testimony. 


Blackall Named 
Vice-president 


John C. Blackall of Connecticut 
unanimously has been elected vice-pres- 
ident of the National Association of In- 
surance Commissioners. He takes the 
place left vacant by the recent death of 
J. Balch Moor of the District of Colum- 
bia. The election of Mr. Blackall is 
likely to promote harmony in the ranks. 
Mr. Blackall was the choice of the east- 
ern group for election as president at 
the recent annual meeting at San Fran- 
cisco. However, the westerners had as 
their candidate C. C. Neslen and Mr. 
Blackall declined to enter a contest. 

When the vacancy occurred, Mr. 
Neslen desired to have Mr. Blackall as 
vice-president and Mr. Neslen communi- 
cated his desire to the New England 
commissioners and the southern com- 
missioners at recent regional meetings 
which he attended. 

S. Williams, III, of Mississippi, 
chairman of the executive committee, 
announces the mid-winter meeting will 
be held at the Edgewater Gulf Hotel, 
Edgewater Park, Miss., commencing 
with a meeting of the executive commit- 
tee on the afternoon of Wednesday, Dec. 
6. The convention proper will come to 
order on the morning of Dec. 7 and run 
through Saturday, Dec. 9. Mr. Williams 
invites members to notify him of any 
matters or subjects that they feel should 
be brought before the executive com- 
mittee and any topics they would like 
to have treated in convention addresses. 


Logan Bidle Heads 
A. & H. Department 


Logan Bidle, assistant secretary of 
Aetna Life, has been named secretary in 
charge of the accident department. He 
takes the place of the late E. C. Bowen. 
Paul H. Rogers and O. H. Jessie have 
been made assistant secretaries in the 
department. 

Mr. Bidle has served as assistant sec- 
retary since 1925. He went with Aetna 
Life in Chicago in 1914 as special agent 
and was called to the home office in 
1919. 

Mr. Rogers was with Massachusetts 
Bonding for many years before he joined 
Aetna Life. He served as chairman of 
the Bureau of Personal Accident & 
Health Underwriters in 1932-3. 

Mr. Jessie graduated from the Aetna 
Life training school in 1925 and was lo- 
cated in the Richmond, Va., office until 
he was called into the home office in 
1930. 








Federal Life Makes 
Promotions in Its 
Official Staff 


Those Involved Are Hamil- 
ton, Cavanaugh, Williams, 
Keare, Myers 


Announcement is made this week that 
Isaac Miller Hamilton, president and 
founder of the Federal Life of Chicago, 
ended his 40 years that he has been at 
the helm, on his 75th birthday anniver- 
sary, Sept. 6, by becoming chairman of 
the board, and is succeeded in the presi- 
dency by L. D. Cavanaugh, who has 
been executive vice-president since 1931, 
It so happened that President Hamilton 
relinquished his office just two days be- 
fore the 40th anniversary of the Fed- 
eral’s incorporation, Sept. 8. 1899. ‘The 
early stockholders of the Federal Life 
insisted that Mr. Hamilton become 
president. He was a lawyer in a down- 
state point. He began his business ca- 
reer in general merchandising and live 
stock, later entered a bank, was ad- 
mitted to the bar and became a member 
of the Illinois state senate from 1896 
to 1900. 


Federal Life’s Guiding Star 


He has been all along the guiding star 
of the Federal Life, responsible for its 
activities and progress. It writes acci- 
dent and health as well as life insurance 


and Mr. Hamilton has taken an active ° 


part in the organization of both 
branches of the business. He is the only 
survivor of the men who launched the 
American Life Convention. He is a past 
president of that organization. During 
his incumbency the Medical Section was 
established. He was active in organiz- 
ing the American Service Bureau and 
has been treasurer since it was founded. 
He was one of the organizers and 
served as chairman of the Association 
of Life Agency Officers. He was ac- 
tive in promoting the Life Insurance 
Sales Research Bureau. He served two 
terms as president of the Accident & 
Health Underwriters Conference. 
Mr. Hamilton was born on a farm. 
(CONTINUED ON PAGE 21) 
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Extension on Real 
Estate Approved by 
Smrha of Nebraska 


Forced Disposal of Farm 
Holdings Is Against 
Public Policy 


LINCOLN, NEB.— Declaring that 
as a matter of public policy insurance 
companies holding real estate in the 
state acquired through mortgage fore- 
closures should not be forced to dispose 
of these at once, Insurance Director 
Smrha announces as the policy of the 
department that it will approve all re- 
quests for extensions, but that in the 
orders of approval no definite time will 
be set when these properties must be 
disposed of. 

The Nebraska law limits to five years 
the retention of properties acquired in 
this manner, but provides that if a 
showing is made after that limit has 
expired, the director may extend the 
time for seven years. The law is some- 
what ambiguous, but Mr. Smrha says 
that to avoid any disputes as to its 
meaning he has adopted the plan of 
making the period of extension indefi- 
nite, so that the department may act 
when conditions warrant. 


Would Glut Market 


Department figures show that 2.9 per- 
cent of the farm acreage of the state 
is now held by insurance companies, 
according to Mr. Smrha. “To force 
immediate disposal of these holdings 
would glut the market and cause losses 
that would be passed on to the policy- 
holders. In addition it would also cause 
losses to other institutions similarly 
placed, whose losses would be passed 
on to the general public. The bulk of 
these lands are held by foreign com- 
panies, and the policy announced in- 
cludes them since no reason exists why 
requirements made of domestic com- 
panies should not be applicable to all.” 

With respect to what portion of these 
forced investments should be eliminated 
i computing the amount of admitted 
assets, Mr. Smrha says that the depart- 
ment does not look with favor on any 
plan of capitalizing unpaid interest, 
taxes and attorney fees, but will not 
criticise the capitalizing of repairs and 
advances made on the theory that im- 
Provement of buildings and soils en- 
hances the value of the security. If 
companies are not pressed to sell hold- 
ings they will be able to adopt manage- 
ment programs which would deal with 
crop rotations and soil conservation as 
well as farm management generally to 
the benefit of the operators and the 
Public as a whole. 

“The worth of assets can be deter- 
mined with accuracy only when sold,” 
" said. “The fact that prices are now 
Ower doesn’t mean that the lands held 
are less valuable than in the past. Ex- 
tension of time to sell them is a wise 
Provision because it precludes a situa- 
tion where these lands will fall into the 
ae of a comparatively few landlords. 
pe might be as justifiable a criticism that 
FR gai should not hold government 
. nds because no one can say but that 

ne danger exists of prices far below 
the level of cost.” 
aw Steps should be taken by the 
pe epartment,” he added, “to dis- 
ther i insurance companies investing 
the § nuns in real estate securities in 
pred Habe Funds are available from 

: ederal land bank, but it would not 
a : healthy condition for it or any 
- F institution to virtually acquire a 

Onopoly of this business.” 





Union Central Clan Holds 
Annual Gathering in Quebec 


QUEBEC—Leading producers of 
Union Central Life, agents, managers 
and home office officials assembled here 
for three days this week for the annual 
agency convention. There were more 
than 450 in attendance. Special meet- 
ings of the company’s $500,000 and $250,- 
000 clubs were held. 

Of special interest was the address of 
President W. Howard Cox. Mr. Cox 
told the conventioneers that “life insur- 
ance has nothing to fear from the TNEC 
investigation” and that “it seems likely 
that we shall actually profit by having 
the sound condition of our business 
brought to public attention.” 

“Before you start worrying about this 
TNEC inquiry,” Mr. Cox continued, 
“let your memory go back to the Arm- 
strong investigation. It led tonew ways 
of doing business which greatly strength- 
ened public confidence in life insurance. 
The following years saw a greater pros- 
perity for the life companies than they 
had ever known before. Such good will 
be the result of this investigation.” 


Investment Record 


Mr. Cox also said in part: 

“In our own company we’re fortunate 
in having an investment committee 
whose knowledge and skill are unsur- 
passed. During recent years their job 
has admittedly been a tremendously diffi- 
cult one, and they’ve had to work harder 
than ever before. We have a policy, 
from which we never waver, of making 
safety the paramount consideration in 
every investment, with income a strictly 
secondary consideration. Of course, this 
makes the investing job all the harder. 

“But in spite of this, and in spite of 
the year-after-year scarcity of high grade 
investment offerings, our investment 








committee has succeeded in maintaining 
a truly outstanding record. During the 
five years ending with 1938, they in- 
vested a total of 247 million dollars of 
new money at an average interest rate 





Ww. H. COX 


of 4.37 percent. For the first seven 
months of 1939 this record was well sus- 
tained, the average interest rate being 
4.17 percent, allowing us a comfortable 
margin over and above the guarantees 
written into our policies. 

“Another question which seems to be 
haunting some people is that of the 
liquidity of the life companies. Most 

(CONTINUED ON LAST PAGE) 
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Golden Anniversary 


Greater than any other life insurance convention is the 
annual of the National Association of Life Underwriters. 
This year, as everybody knows, St. Louis will be its host in 


The National Association is the national representative 
of every man and woman throughout the land who brings to 
our people the story of the collective vast beneficence of life 
insurance and of its distinctive service to families, to in- 
dividuals, to businesses, to estates, and to philanthropies. 
The Association’s influence upon Field work has been incal- 
culable, and Home Offices seek and respect its counsel. 
of its annual conventions gives long-lasting momentum to the 
work, not only of those who attend, but also of those who 


The Penn Mutual joins with other Home Offices in 
wishing for the St. Louis Convention unity of spirit in all 
its doings, and a brilliantly successful consummation of all 


* + 
THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Each 


JOHN A. STEVENSON 
President 

















Final Plans Are 
Made for ‘Annual 
Message Week 


“Life Insurance—Today’s 
Harvest from Yesterday's 
Foresight” Is Theme 


Final plans for the Annual Message 
of Life Insurance, week of Oct. 23, were 
made at a meeting of the executive 
committee in New York. Joseph C. 
Behan, Massachusetts Mutual, is chair- 
man. 

“Our major interest,’ Mr. Behan 
saiid, “is to encourage America to make 
more and better use of life insurance 
through the services of the agents. 

“Advertisements in newspapers will 
be the spearhead of the activity. Copy 
will appear in 770 papers with a total cir- 
culation of 35,074,929. Total daily news- 
paper circulation of the nation is about 
40,000,000. The papers carrying the 
Annual Message ads are published in 
444 cities with a population of 57,934,- 
939,” Mr. Behan declared. 


Theme Is Set Forth 


“Our theme is ‘Life Insurance—To- 
day’s Harvest from Yesterday’s Fore- 
sight’.”. This year’s Message, we feel, 
should picture life insurance in action. 
To draw the picture we are using. case 
histories to show the nature of life in- 
surance benefits and statistical totals 
which will show the extent of these 
benefits to the American public.” 

Figures collected by the Annual Mes- 
sage committee in a survey of the 1938 
payments will be used in the copy, said 
Mr. Behan. 

Four distinctly separate advertise- 
ments have been prepared so that there 
will not be any duplication in cities with 
one Or more papers, except in a few 
large metropolitan centers. 

To make understandable to the aver- 
age reader the tremendous totals of life 
insurance payments, they are compared 
with the amount of bread, butter, auto- 
mobiles, etc., they would have bought; 
how many families would have received 
regular monthly income and by other 
means of comparison. The “ads” show 
how insurance benefits made life more 
pleasant for widows, orphans and old- 
sters. 


More Money Is Available 


Because a little more money is avail- 
able this year, the Annual Message com- 
mittee has planned an advertisement for 
use in cities where local underwriters 
associations give strong support to the 
entire Annual Message campaign. This 
copy will appear in addition to that 
scheduled for the regular campaign, and 
is of an unusual subject matter. It asks 
several general questions about insur- 
ance that will be of interest to policy- 
holders and the answers are designed to 
move them to seek out their agents for 
a fuller explanation. The entire copy 
is aimed at building the service function 
of the agent. 

As in the past, small pieces of copy 
will be made available for individual 
agents to insert in their own papers at 
their own expense. A broadside show- 
ing the copy for the national campaign 
as well as that for use by individual 
agents has been prepared and will be 
distributed through the National Asso- 
ciation of Life Underwriters and con- 
tributing companies. 

A poster, of a size suitable for use 
in store windows and on counters, which 
shows a harvest scene with the cap- 
tion reading “Life Insurance—Today’s 

(CONTINUED ON PAGE 22) 
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Pink Cites “Quiet” Growth 
of Social Security 


Superintendent Pink of New York has 
issued an advance release from his an- 
nual report giving the foreword to the 
publication along with a table showing 
the growth of life insurance in New 
York since 1859. 

“Even in an era when multi-digit fig- 
the release 





during the year from $22,974,476,961 to 
$24,292,548,526. The reserves increased 
about $1,000,000,000. Surplus increased 
about $65,000,000. Premiums received 
increased about $20,000,000. Claims paid 
were $32,000,000 higher, dividends to 
policyholders $3,000,000 greater, total 
disbursements were about $200,000,000 








ures are commonplace,” i ) 
states, “the record of life insurance] greater. Insurance in force increased 
growth in this country staggers the] about $800,000,000. : 
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INTEREST REQUIRED TO MAINTAIN RESERVE IN 1938, BEING 3.05 % 


OF MEAN LEDGER ASSETS 


furnished new high peaks for those who 
delight in making charts with curves 
that shoot toward the ceiling.” The New 
York report is based on the operations 
of 57 companies. 


Creating Own Social Security 


In thinking about social security, Mr. 
Pink states, too little attention is given 
to the millions of individuals who have 
quietly, through thrift and foresight, 
created their own social security. During 
1938 such “social security” funds paid 
by the life companies licensed in New 
York amounted to $2,318,070,867. Of 
this amount $1,192,214,215 was for policy 
claims, $426,847,584 for dividends and 
$674,092,623 for surrenders. 

Policy reserves amounted to $92,438,- 
514,828. Total assets amounted to $24,- 
292,548,526, divided: real estate 7.3 per- 
cent; mortgages 19 percent; policy loans 
11.7; bonds 54.3; stocks 2.1; cash 2.7, 
and all others 2.9. 

The total number of policies was 
96,310,051, of which 68,267,547 were 
industrial. 

There were 1,441,993 annuities in force 
guaranteeing an annual income of $541,- 
579,483. Annual incomes aggregating 


$20,492,960 were guaranteed to 44,071 
life policyholders under supplementary 
contracts, 
creating their own old age_ security, 
Mr. Pink observed. 


“Here are 1,500,000 people 


” 





increased 


Assets of the companies 


decreasing investment earnings of com- 
panies because of a reduction in divi- 
dends to policyholders, Mr. Pink states. 
The average net income earned has 
dropped from 5 percent in 1928 to 3% 
percent in 1938. The amount required 
to maintain reserves in 1938 was 3.05 
percent. Only the difference is avail- 
able for dividend purposes. 


Mortality All-Important 


Today only about one-sixth of the 
total dividend comes from excess inter- 
est earnings. In 1928 the ratio was one- 
third. Gains from mortality constitute 
about five-sixths of the total. The gain 
in surplus as a result of policy surren- 
ders, lapses and changes just about offset 
the loss on investments during 1938, the 
report says. 

Mr. Pink points out that there is a 
great deal of difference of opinion as 
to whether the gain in surplus resulting 
from policyholders lapses and changes 
is real or fictitious. Only a portion of 
the amount is a real gain or profit and 
it is difficult to state the exact net gain 
from this source, but it must be included 
in any analysis of the present surplus 
account. 

The accompanying chart that is in- 
cluded in the report shows the average 
growth and net rates of interest earned 
on mean invested assets by 42 life com- 
panies during the period 1928-38 inclu- 
sive. 





Guardian Life Men 
Celebrating Heye’s 
S0th Anniversary 


President Carl Heye’s golden jubilee 
with the Guardian Life will be celebrated 
by the field and home office force Sept. 
9. A commemorative luncheon was ar- 
ranged at Hotel Commodore Sept. 7 
attended by members of the seven 
metropolitan New York agencies, the 
two Newark agencies, and representa- 





CARL HEYE 


tives from Boston and Philadelphia. Mr. 
Heye will be the guest of the 
officers Sept. 8 at a dinner in the 
Hotel Astor, and Sept. 11 he will be 
honored at a dinner and reception given 
by the Guardian Life Service Club, an 
organization of home office employes 
who have been with the company up- 
wards of 15 years. 


Started as Actuarial Clerk 


Mr. Heye started with Guardian Sept. 
9, 1889, as a clerk in the actuarial de- 
partment. In 1902 he was elected sec- 
retary, and in 1915 became vice-presi- 
dent and secretary. He was elected 
president Jan. 1, 1921, being the fourth 
president since organization in 1860. 

Five regional sales meetings will be 
held in September at central points 
throughout the country. All agencies 
except those on the Pacific Coast will 
be enabled to attend. 

The first meeting will be at Hotel 
Commodore, New York, Sept. 7. There 
will be a two-day meeting of southern 
agencies at Battery Park Hotel, Ashe- 
ville, N. C., Sept. 11-12; one at Hotel 
Syracuse, Syracuse, N. Y., Sept. 15-16; 
another at the Stevens Hotel, Chicago, 
Sept. 18-19, and finally at the Statler 
Hotel, St. Louis, Sept. 25-26. 


Officials to Attend Sessions 


James A McLain, vice-president, will 
attend all the meetings and will be the 
closing speaker on the program. 

Frank F. Weidenborner, superintend- 
ent of agencies, will be chairman. Other 
officers who will take part are Dr. M. B. 
Bender, medical director; Curtis Robert- 
son, counsel, and George L. Mendes, 
assistant superintendent of agencies. 


Three Managers to Speak 


Among the speakers will be James 
Elton Bragg, manager of New York (B), 
Julius M. Eisendrath, manager of New 
York (E), and Lynn S. Broaddus, man- 
ager of Chicago (B). 

At the St. Louis meeting will be pres- 
ent agents who qualified to attend that 
meeting, and also the golden jubilee con- 
vention of the National Association of 
Life Underwriters in St. Louis that 
week, by production in a special four- 
months’ campaign. 








Program Announced 
for A. L. C. Legal Men 


Broad Range of Subjects 
Scheduled at Chicago An. 
nual Meeting Oct. 2-3 


Howard W. Kacy, vice-president and 
general counsel Acacia Mutual Life, 
chairman of the American Life Conven- 
tion Legal Section, announced the tenta- 
tive program for the annual meeting to 
be held at the Edgewater Beach Hotel, 
Chicago, Oct. 2-3, preceding the annual 
gathering of the A. L. C. there. Chair- 
man Kacy has provided a well balanced 
program. The main meeting of the 
A. L. C. will be held Oct. 4-6. Because 
of the intense interest of life company 
officials in the European situation and 
in various domestic problems touching 
on the business it is expected attend- 
ance at Chicago will attain record pro- 
portions. The meeting place is only an 
overnight’s ride for officials of most of 
the member companies in the United 
States and ‘Canada. 

The Legal Section’s program is: 


Monday, Oct. 2, 10 a. m. 


Call to order, Chairman Kacy. 

Greetings, W. T. Grant, president 
American Life Convention and president 
Business Men‘s Assurance, and Col. ¢. 
B. Robbins, A. L. C. manager and gen- 
eral counsel American Life Convention. 

“Review of Recent Decisions,’ M. E. 
Benson, A. Ll. C. attorney. 

Address, Sydney F. Keeble, associate 
general counsel Life & Casualty. 

Announcements by the secretary, Jelks 
H. Cabaniss, general counsel Protective 
Life. 

Luncheon, 12:15, guest speaker, Brig. 
Gen. F,. T. Hines, administrator of vet- 
erans affairs, Veterans Administration, 
Washington, on “Development of X-ray 
Treatment for Cancer.” 


Afternoon 


Address, “Doctor, Take the Stand,” 
J. P. Saul, Jr., executive vice-president 
and general counsel Shenandoah Life. 

Address, “Liability of Company for 
Mistakes in Its Policies or Correspond- 
associate 


ence,” Clarence L. Peterson, 
counsel Ohio State Life. 
Round table discussion, “Life Insur- 


ance Upon the Lives of Minors,” led by 

James F. Finlay, general counsel Inter- 

state Life & Accident. 
Announcements by secretary. 


Tuesday Session, 9:30 a, m. 


Address, Ralph H. Kastner, associate 
counsel American Life Convention, Chi- 
cago, “Review of Legislation and Depart- 
mental action in 1939.” 

Address, “Dating of Life Insurance 
Policies,” E. M. Thore, assistant counsel 
Acacia Mutual Life. 

Reports of committees, 
chairman and secretary. 


election of 





Honor White's 20th Anniversary 


F. O. D. White, Massachusetts Mu- 
tual general agent in Toledo, was the 
honor guest at a reception tendered by 
his associates in recognition of Mr. 
White’s 20th anniversary as _ general 
agent. Attending the banquet in addi 
tion to Mr. and Mrs, White were E. W. 
Snyder, G. E. Lackey, I. B. Jacksot, 
F, A. Lichtenburg, E. L. Smith and H. 
M. Comins, general agents at Cleveland, 
Detroit, Cincinnati, Columbus, Indian- 
apolis and Flint respectively. _ Agent 
and clerical assistants of the office, am 
Dr. W. F. Maxwell, dean of the conr 
pany’s medical examiners in Lveget 
were present. G. H. Schumacher 0 
Cleveland and Grover Davidson of Cin- 
cinnati as visiting personal producefs 
were included. ’ 

Mr. Snyder presented a handsom 
oriental rug to Mr. and Mrs. White. 

W. Hall, assistant director of age? 
cies, on behalf of the company pee 
20-year service emblems, with appr 
priate letters from President Perty +s 
vice-presidents Behan and abe “a 
Irving Goldman of the agency, we 
father preceded him as a member ¢ 
agency, was toastmaster. 
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; The National Life Insurance Company 


is represented 
at the New York World's Fair 


by an exhibit of 28 of the original drawings by R. F. Heinrich colored by Mack 
M. Derick—chosen from the series of 60 illustrations used by the National Life 
in its advertising in Time, Life, Collier’s, Saturday Evening Post and Atlantic 
Monthly. These pictures, depicting episodes of Vermont history or showing 
phases of Vermont character are fitting background for the 90-year-old Na- 
tional Life Insurance Company. See the exhibit in New England Building, 
Vermont section (just opposite the Japanese Pavilion). 
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PROMINENT AT AETNA LIFE REGIONAL CONVENTION 
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Name Speakers for 
Round Table Hour 
in St. Louis 


Thomas K. Carpenter, William B. 
Monroe, Ron Stever and Harry T. 
Wright will be the featured speakers on 
“The Million Dollar Round Table 
Hour” at the convention of the Na- 
tional Association of Life Underwriters 
at St. Louis. 

The speakers will discuss business 
conditions in their territories~during the 
Wednesday afternoon general session 
Sept. 27. Paul Sanborn, general agent 
for Connecticut Mutual in Boston and 
chairman of the round table, will pre- 
side. . 

Mr. Carpeater, Northwestern Mutual, 
New York, will represent the east; Mr. 
Monroe, Union Central, New Orleans, 
the south; Mr. Stever, Equitable So- 
ciety, Pasadena, the west, and Mr. 
Wright, Equitable Society, Chicago, the 
north. Mr. Sanborn will also present 
a production analysis of this year’s 
qualifiers for the round table. 


Carpenter Hit Stride Quickly 


Mr. Carpenter entered life insurance 
in 1932, after having spent 20 years: in 
the investment business. In his first 
year he produced more than $1,000,000, 
and repeated for three years to become 
a life and qualifying member of the 
round table in 1935. He has since con- 
tinued his million dollar pace, and is a 
qualifier for the present round table. 

Mr. Monroe served in the army after 
graduating from Tulane, and after his 
discharge entered the business world. 
He became an agent for Union Central 
in New Orleans in 1931, and started a 
string of half-million production marks 
that have never been broken. He be- 
came a member of the Million Dollar 
Round Table in 1935 and has repeated 
in the past two years to become a life 
as’ well as qualifying member. In the 
first eight months of 1939 his production 
was $2,000,000. 

Mr. Stever won the intercollegiate 
hurdles championship while at Southern 
California, and has been a front-runner 
ever since. He started his life insurance 
career with Equitable Society in 1932, 
and became district manaager at Pasa- 
dena in 1934. He has just completed 
his fourth year of million dollar produc- 
tion, and is a life and qualifying member 
of the round table. 

Mr. Wright has been a million dollar 
producer for 16 years, having averaged 
about $1,285,000 yearly during that time. 
He was chairman of the round table in 








A. L. C. Golf Match Plans 
Announced by Abels 





Plans are getting under way for the 
annual tournament to be held at the 
Illinois Country Club, Glencoe, IIl., over 
the period Oct. 2-6 by company officials 
who will attend the American Life Con- 
vention annual meeting at the Edge- 
water Beach Hotel, Chicago, during that 
same time. Henry Abels, vice-president 
Franklin Life, Springfield, Ill., chairman 
of the tournament committee, has sent 
out request to member companies urging 
all who desire to play to register by 
mail, 

It has been arranged this year so that 
no more than 18 holes need be played 
by any contestant in any one day, Mr. 
Abels announced. There will be eight 
players in each flight, match play. The 
first 18-hole match will be played Oct. 
2, the second match of 18 holes the next 
day, and the final of 18 holés at any 
time before Thursday night, Oct. 5. 
There will be prizes for the winner and 
runnerup in each flight. In addition 
there will be low gross prize for the 
lowest gross score in any round of 18 
holes during the tournament and a prize 
for the lowest number of putts in any 
18-hole round. 

There also will be a consolation handi- 
can of 18 holes, medal play, all players 
except those in the flight finals being 
eligible. This also may be played at 
any time before Thursday night. In 
case of a tie the lower handicap player 
is to receive the prize. There will be 
prizes for low net score and second low 
net. 








1935, and president of the Chicago As- 
sociation of Life Underwriters in 1930. 
He has been a trustee of the National 
association, and last year was elected its 
secretary. His latest honor came this 
year when the Old Guard of Equitable 
Society, for which he is agent at Chi- 
cago, presented to him its award as 
honor agent. 





Rates for 50-5 Plan 


ST. LOUIS—The 50-5 plan of Cen- 
tral States Life is a monthly income or- 
dinary life policy which provides $50 a 
month for five years. The amount of 
life insurance involved is $2,792. The 
only difference between the 50-5 plan 
and an ordinary life policy for $2,792 is 
that under the plan the proceeds are 
paid monthly instead of in a lump sum. 

Rates for the 50-5 plan at age 15 are 
$36.44; age 20, $40.37; 25, $45.37; 30, 
$51.82; 35, $60.25; 40, $71.42; 45, $88.17; 
50,.$110.84. 








Action Taken by 
Canadian Officials 
Is Analyzed 


A statement has been issued of the 
action taken at the recent annual con- 
vention of the Canadian insurance super- 
intendents association. 

A suicide clause was recommended 
for enactment by all provinces. The 
clause would make legal the payment 
of proceeds of policies in the event of 
death of the insured by suicide. 

The conference recommended the 
appointment of Ontario and Quebec as 
a special sub-committee to obtain in- 
formation from life companies on types 
of group life insurance in Canada, forms 
of policies and applications, and experi- 
ence of individual companies. This sub- 
committee is to report to the superin- 
tendents and a definition is to be drafted 
by another sub-committee comprising 
R. Andrew Smith of Alberta and Wil- 
son E. McLean of Manitoba. This 
definition is to be considered at the 
next conference. The superintendents 
feel that it is necessary to establish a 
definition before further legislation can 
be considered. 

Consideration was given other amend- 
ments to the uniform life insurance act, 
but action was reserved until such time 
as a revision of the act should be under- 
taken. 

No decision was arrived at as to the 
principles to be followed in drafting a 
definition of group accident and sickness 
insurance. It was felt that a definition 
of group life insurance should first be 
drafted. The similarity in problems 
would indicate that the group accident 
and sickness definition should follow 
closely that of group life. 

It was announced that the committee 
would undertake revision of the fra- 
ternal blank in the near future. 

It was recommended that Ontario and 
Quebec prepare a basis for uniform 
Statistics for life, fire and other statisti- 
cal information to be used in the pub- 
lished reports of the insurance depart- 
ments. It was also recommended that 
all departments prepare and_ publish 
statistics on this uniform basis. 

The report on valuation of securities 
was approved. 

It was recommended that the com- 
mittee hold meetings to consider the 
recommendations of the all-Canada Fire 
Federation to which meetings repre- 
sentatives of the life insurance com- 
panies would be invited. 

It is recommended 


that life com- 











panies file a copy of the inter-company 
agreements respecting licensing and 
qualification of agents as soon as the 
contemplated amendments have been 
completed. It is recommended that the 
companies bring the agreements to the 
attention of their representatives in all 
provinces. 





Travelers Sees 
Boon in U.S. Law 


Travelers has this to say about the 
amended social security law: 

“The revised social security act which 
goes into effect Jan. 1, 1940, includes 
monthly income benefits for widows 
with children under 16 (under 18, if in 
school) in event of the husband’s death 
after Jan. 1, 1940. The widow will 
receive three-quarters of the benefits to 
which her husband was entitled. Each 
child under 16 (under 18, if in school) 
— 50 percent of the father’s bene- 

it 


“For example, suppose a married man 
with one child had been paying taxes 
on an income of $250 a month for three 
years. His monthly benefit is assumed 
to be $41.20. If he should die, after 
Jan. 1, 1940, his widow would receive 
$30.90 a month for herself and $20.60 
for her child, until the child reached the 
age of 16 (18, if in school). This makes 
a total of $51.50 a month. 

“You can take this in either one_of 
two ways. You can say that it’s going 
to diminish the need for life insurance 
because if a man’s family is already 
assured an income of $40 or $50 a month 
under his social security plan, he wont 
want any more. P 

“Or, you can use it as a base on which 
to build. You can tell your prospect: 
‘Your wife and child would receive 4 
total of $51.50 a month, if you died 
during 1940. That would be a big help; 
but—could they live on $51.50 a month? 
Let me increase it to $101.50 a month 
by putting on five units of the Travelers 
new low cost monthly income plan. 

“Many of our agents have found that 
the social security old age benefits 
afforded a good base on which to build 
additional units of retirement endow- 
ment or cash settlement. The new social 
security monthly income death benefits 
will help to sell additional units of fam- 
ily maintenance income—term expect 
ancy, if you regard the new plan as 4 
help rather than a handicap.” 





J. C. McFarland, general agent of 
Ohio State Life in Cincinnati, has - 
pleted 250 weeks of consecutive produ 
tion. 
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Aetna Life Head 
Sees Business Surge 


as Result of War 


By C. M. CARTWRIGHT 


COLORADO SPRINGS—At the an- 
nual regional life meeting of the west- 
ern division of the Aetna Life, Presi- 
dent M. B. Brainard stated that on the 
eastern seaboard all the talk relates to 
the war, a condition he does not find in 
the west. People in the east, he added, 
seem nearer to the scene of action. He 
believes that the people of this country 
have a more intelligent and sensible view 
of what attitude this country should as- 
sume than they did at the time of the 
world war. 

President Brainard hopes strict neu- 
trality will prevail. He urged all to keep 
their heads clear and not be influenced 
by propaganda that will be dished out 
by both sides. The immediate economic 
effect on this country, he predicts, will 
be beneficial. There will be a demand 
for products of various kinds and em- 
ployment will be materially lessened. 
Therefore he anticipates an upward 
surge in business. He qualified his 
statement by saying that events are 
moving swiftly and hence one’s views 
may need to be altered. 


Marked Upturn in Business 


Vice-president S. T. Whatley said that 
the Aetna Life, like other companies, ex- 
perienced a marked upturn in new busi- 
ness in December, which hung over in 
January and February. From March 
until the end of June there was a sharp 
retrogression, although the company was 
slightly ahead. The home office asked 
for a 20 percent increase in July. Sixty 
agencies exceeded their quotas. In ac- 
cident, health, group and ordinary the 
increase was 49 percent over July a year 
ago. In ordinary alone the increase was 
36 percent. August kept up the pace 
with a fine increase. 

_ Next year the Aetna Life will change 
its convention date, which has been soon 
after Labor Day. For 1940 all agencies 
east of Colorado and El Paso will go to 
White Sulphur Springs, W. Va., July 
8-11. The far west will go to Del Monte, 
Cal., July 17-20. 

_ Vice-president W. H. Dallas, attend- 
ing the convention, is quite solicitous, 
as his daughter is in London trying to 
get home. 


Capitalizing on 
War Is Not Favored 


_Capitalizing on the possibilities of the 
United States entering the new world 
war by staging a buy now drive before 
war risk exclusions are inserted in life 
Policies (if they are) is not looked upon 
with favor. From the practical side it 
1S pointed out that the government will 
probably issue war risk life insurance 
such as it did in 1918 in case the United 
States enters the conflict. This, of 
course, somewhat alleviates the neces- 
Sity for those who may be called for 
military service seeking protection now 
before life companies take any steps to 
restrict coverage. However, the pros- 
pects who would be solicited in such a 

uy now” campaign come from a new 
generation which is not familiar with 
bie _ risk insurance and it is possi- 
pd ey could be sold on the “buy now” 


Takes Patriotic View 


Py general agent, usually alert to 
a ppossibilities, looks at the situa- 
feels a 4 patriotic standpoint. He 
pss ‘ at it is up to everyone to co- 
— vt. keeping this country out of 
Htalize. though life insurance might cap- 
the sd on the war threat, he says that 
wd erests of the country should come 

- Efforts should be made to curb 








Expect Hot Fight at 
St. Louis Parley 


Wright Has Edge on 
Witherspoon Although 
Election Is Not Settled 


With the St. Louis convention in the 
offing the political situation in the Na- 
tional Association of Life Underwriters 
is again coming to the fore. Harry T. 
Wright, Equitable Society, Chicago, Na- 
tional association secretary whose back- 
ers have been busy lining up pledges 
for his advancement to vice-president, 
appears to have an exceptionally large 
number of pledges. Backers of John 
Witherspoon, John Hancock Mutual 
general agent in Nashville, the other ac- 
tive candidate, however, believe that 
despite the pledges of support most 
delegates are sent to the convention un- 
instructed so that a hot, last minute 
campaign is promised. 


May Be Boosted for Secretary 


It is felt that Mr. Witherspoon may 
be boosted for secretary if Mr. Wright 
wins the vice-presidency. Ray Hodges, 
Ohio National, Cincinnati, so far has 
been the only candidate backed for sec- 
retary. Mr. Witherspoon has served 
the longest of any trustee who has not 
worn the presidential toga. 

Last year at Houston when Mr. 
Wright was elected secretary in a sur- 
prise move, Mr. Witherspoon had been 
urged to seek the office but his backers 
advised him against it. Although 
Charles J. Zimmerman, Connecticut 
Mutual, ‘Chicago, who is the uncon- 
tested candidate for president, was ad- 
vanced from secretary to vice-president, 
there was no precedent for such a step. 
If Mr. Wright goes from secretary to 
vice-president this year and Mr. Wither- 
spoon is named secretary, the secretary 
to president route will be fairly well 
established. 

The National association presidency is 
becoming a more important position 
each year as the influence of the group 
expands so that two years of training 
(secretary and vice-president) may be 
desirable for the top job. 

Cleveland and Philadelphia are both 
seeking the 1940 convention. Philadel- 
phia’s idea is to combine the national 
meeting with a testimonial to Dr. S. S. 
Huebner, president American College 
of Life Underwriters and pioneer life 
insurance educator. It is felt that if 
Philadelphia does not get the 1940 con- 
vention it will not seek the gathering 
in 1941. Cleveland started its 1940 cam- 
paign in Houston last year while Phila- 
delphia’s drive was inaugurated this year 
at Louisville. 








the theory that the United States’ en- 
trance into the war is inevitable because 
the further development of the public 
mind in that direction may actually lead 
the country into war. Life insurance 
men by talking war exclusions would 
only add fuel to the trend, he said. 

A good many agents, however, are 
likely to canvass men of fighting age. 
Some producers have looked up the 
war risk exclusions that were applied 
in 1917-18 by the different companies 
and are citing these. 

Word from ‘Canada is that in the 
past few weeks, agents in Canada have 
been soliciting young men to buy 60 
day term insurance, which would en- 
able them to convert to permanent in- 
surance without war risk clauses in the 
event of war. 





R. L. Maclellan, vice-president Provi- 
dent Life & Accident in charge of life 
agencies, and Miss Kathrina Howze 
were married at the home of the bride’s 
parents in Duluth, Minn. They left for 
Banff and Lake Louise and will go on 
to Honolulu, returning to Chattanooga 
about Oct. 1. 














SCHOOL BELLS 
RING AGAIN 


Soon the school bells will be 
ringing and the youngsters will 
troop back from vacation to the 


classrooms. 


Thousands of these children 
will be in school because of Life 
Insurance money . . . because 
thoughttul fathers, with the serv . 
ice of Life Insurance and the aid 


of Life Underwriters, planned it 


that way. 


Today the 3,500 Shield Men 
who represent this Company in 
the field are helping other fathers 
guarantee future educational ad 


vantages for their children. 
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Program Given for 
LISRB Alumni Meet 


NEW YORK—Program of the first 
sales management seminar of the newly 
organized Atlantic alumni group of the 
Life Insurance Sales Research Bureau 
management schools, announced this 
week by John A. McNulty, secretary- 
treasurer, will include addresses by Wil- 
liam H. Bender, Jr., president of the 
organization, general agent New York 
City National Life of Vermont; B. N. 
Woodson, Sales Research Bureau, and 
J. M. Holcombe, Jr., general manager 
of the bureau. . 

Mr. Bender will make the introduc- 
tory remarks. Mr. Woodson will follow 
him. From 3 to 3:45 and from 4 to 4:45 
there will be open discussion of ques- 
tions presented beforehand in writing 
or asked by participants at the time. 
Mr. Holcombe will give a resume of the 





session, after which Mr. Bender will 
wind up the proceedings. J. Vincent 
Talbot, general agent Northwestern 
Mutual, Newark, N. J., chairman of the 
committee in charge of the meeting, 
will preside. 

The meeting will take place Sept. 18 
at Hotel Pennsylvania, New York City, 
beginning with luncheon at 12:15. Re- 
sponses have been coming in well, ac- 
cording to Mr. McNulty. 





A. K. Taylor Forms Own “Ad” Firm 


A. K. Taylor, recently advertising and 
publicity director of United States Life, 
announces the establishment of his own 
advertising, publicity, and public rela- 
tions agency under the name of A. 
Taylor & Associates, 101 Fifth avenue, 
New York. Associated with him are 
Acheson E. Lucey as vice-president and 
R. C. McLees, secretary. 





Sales-making facts and figures are 
given in the Little Gem Life Chart. 








MEN and WOMEN of TOMORROW 


Time Speeds! 


These boys and girls of today will be 


citizens almost before they themselves 


know it. 


Protect them that they may be prepared 


for the important task ahead. 


Tell the fathers you know 


how life insurance can 


help them. 














Issue on Policy Loan 
Decided in Texas 


An interesting decision has been 
handed down by the Texas court of civil 
appeals in Ingle vs. American National, 
involving the right to recovery on a pol- 


though there had been a loan, which the 
company contended had the result of au- 
tomatically continuing the policy as 
non-participating paid-up insurance. 

The policyholder who had paid three 
full years’ premiums arranged a loan 
for $20.29, with which he paid all over- 
due premiums and a semi-annual prem- 
ium that carried the policy to May 15, 
1935. At the time of the loan there was 
a reserve of $34, the loan consuming 
$20.29, there being left about $14, which 
was sufficient, if applied, to extend the 
insurance several months beyond Aug. 
24, the date of the assured’s death. 


Texas Statute Provisions 


Subdivision 7 of Article 4732 of the 
Texas revised statutes directs that poli- 
cies shall contain a provision substan- 
tially to the effect that, in the event of 
a default in premium payment, after 
paying three full years, the owner shall 
be entitled to a stipulated form of in- 
surance, in an amount to be ascertained 
according to a prescribed formula, and 
that the policy shall also stipulate that 
it may be surrendered for its cash value, 
etc. No provision is found in the law 
authorizing an automatic change of the 
contract to one of paid-up insurance in 
the event the assured fails to exercise 
the option to accept its cash surrender 
value. 

The case the higher court holds is 
controlled by the “cash loans” provi- 
sions of the contract and the Texas 
statute. The statute prescribes that the 
policy shall contain a provision to the 
effect that, after the payment of three 
full years’ premiums, the company will 
advance upon the sole security of the 
policy a sum equal to, or at the option 
of the owner, less than the legal reserve 
and that, “It shall also be stipulated in 
the policy that failure to repay any such 
advance or to pay interest shall not 
avoid the policy until the total indebted- 
ness thereon to the company shall equal 
or exceed the loan value. No condi- 
tion other than as herein provided shall 
be exacted as a prerequisite to any such 
advance.” 

While there exists a slight variance 
between the statutory requirement and 
the provision of the contract, the vari- 
ance is immaterial, the court held. It is 
obvious that the policy was in force on 
Aug. 24, 1935, the date of the assured’s 
death, under either the statute or the 
contract, in that the total indebtedness 
due on the policy would not have ex- 
hausted its reserve value until the fol- 
lowing February. 


Chain Policy Swindlers Are 
Arrested in Texas 


DALLAS. — Swindlers, believed to 
have netted $10,000 or more, were ar- 
rested through the combined efforts of a 
special investigator of the insurance 
board and local authorities. Two of the 
suspects, now in jail, represented them- 
selves as agents and collected premiums 
for policies in a non-existent company. 
Prominent men were victimized because 
“only a select group was permitted to 
take advantage of the unusual policy 
terms.” 

Each member of this “select group” 
was supposedly numbered. When one of 
them died, his beneficiary would receive 
payment, and also there would be an 
additional payment of equal amount, the 
“life claim” to the No. 1 person in that 
group. Then this person’s name would 
be placed at the bottom of the list and 
the No. 2 person shifted to the top to 
await the death of another person. The 
plan had all the possibilities of a chain 


icy, the lower court being sustained al-i 


Liebkeman New Orleans 
Co-General Agent for 
Massachusetts Mutual 


G. K. Liebkeman, Jr., Massachusetts 
Mutual special representative at Mem- 
phis, goes to New 
Orleans Sept. 15 
as co-general agent 
with W. R. Har- 
riss. 

He joined the 
Memphis agency in 
1931 and has con- 
sistently been 
among the com- 


pany’s leaders in 
policies sold each 
year. A _ consecu- 


tive weekly pro- 
ducer for more 
than seven years, 
he qualified for the 
premier honor roll in 1933, 1937 and 
1938. He is a vice-president of Massa- 
chusetts Mutual Agents Association and 
a former member of its executive com- 
mittee. 

Mr. Harriss has been with the Massa- 
chusetts Mutual 27 years, and was ap- 
pointed general agent in 1914. He will 
devote his attention to personal produc- 
tion. The New Orleans office will be 
known as the Harriss-Liebkeman agency. 


Guardian Names Aldrich 
Oklahoma City Manager 


Guardian Life has appointed K. L. 
Aldrich as Oklahoma City manager. He 
has been agency supervisor in Indian- 
apolis, previously having been a per- 
sonal producer at Davenport, Ia. 

J. G. Dunne, who has been co-man- 
ager at Cleveland, becomes production 
manager at Toledo. The announcement 
was made by F. F. Weidenborner, su- 
perintendent of agencies, at a luncheon 
at Toledo. Mr. Dunne was formerly lo- 
cated at Toledo, then was associate 
manager at Detroit. 





G. K. Liebkeman 
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Birmingham General Agent 
of General American Life 

















J. ORLANDO OGLE 


J. Orlando Ogle, former district man- 
ager of Pan-American Life at Birming- 
ham, has joined General American Life 
as general agent there. E. B. Head, 
former general agent, will continue to 
be associated with Mr. Ogle. 

Mr. Ogle obtained his insurance train- 
ing at Howard College, Birmingham. He 
is serving his second term as president 
of his alumni association. He is a past 
president of the Alabama Life Under- 
writers Association. 








Receivership of 


American Life 
Upheld in Michigan 


The action of Ingham county court 
at Lansing in ordering a temporary re- 
ceivership in 1938 for American Life of 
Detroit has been upheld by the Michi- 
gan supreme court, The order of the 
lower court was appealed by W. M. 
Brucker, who was vice-president and 
general counsel of American Life, in be- 
half of the management. The petition 
for receivership was brought by C. E. 
Gauss, then Michigan commissioner. 

“There was competent evidence,” the 
supreme court stated, “to sustain the 
finding of the trial court that American 
Life was insolvent within the meaning 
of the statute.” 

Mr. Brucker contended that Mr. Gauss 
was actuated by partisan political mo- 
tives in bringing the action; that the 
department applied inequitable real es- 
tate appraisals; that American Life was 
entitled to a hearing before a custodian 
was appointed (before the temporary re- 
ceiver was named, a custodian was ap- 
Pointed without a hearing being held); 
and that the petition should have been 
bt in the Wayne county court in De- 

oit. 

The supreme court ignored the claim 
of political prejudice; held that the stat- 
utory provisions relative to hearing are 

directory rather than mandatory,” and 
decided that there was no material error 
in bringing the action in Ingham county. 
, Commissioner Emery expressed sat- 
istaction with the verdict. He said the 
pinion clears the way for an early dis- 
Posal of American Life’s affairs, prefer- 
ably by reinsurance. The company had 
$63,000,000 of insurance in force as of 
pe 31, 1937, at which time, department 
ri miners alleged, an impairment of $2,- 

°*,961 existed. At that time assets 

Were placed at $14,638,791. 
recent ee made no reference to 
auss, the ‘onnts Re ‘i ence 
having cham o ican governor 
that e¢ Democratic com- 
was prejudiced against him 


and had warned the company’s president, 
Clarence L. Ayres, that trouble would 
follow unless Brucker’s name were re- 
moved from the payroll. 

It was pointed out that the examina- 
tion report, of extremely adverse char- 
acter, had been submitted to commis- 
sioners of the other states, Indiana, 
Iowa, Texas, and Oklahoma, in which 
the company was still licensed, and that 
the peremptory action in naming a cus- 
todian had been approved. It was cited 
that the company had been retrenching 
for some time, having withdrawn from 
16 other states between 1926 and 1934. 

The company was incorporated in 
1907 as Northern Assurance. In 1922, 
after reinsuring American Life of Des 
Moines, whose name was assumed, the 
company increased its capitalization to 
$250,000 and in 1922 doubled that 
amount. 

Actively in charge of the company’s 
affairs at this time is Thomas Heuss, 
a special deputy commissioner. He is 
a former officer of the company. 


Installation Luncheon for Steger 


John J. Steger, newly appointed 
Massachusetts Mutual general agent in 
St. Paul, was honored at an installation 
luncheon there. 

He entered life insurance in 1920 as 
a personal producer, joining the St. 














Louis agency of the Massachusetts Mu- 
tual in 1927 as assistant to General 
Agent C. O. Fischer, now vice-presi- 
dent. He was largely responsible for 
the planning of sales methods and train- 
ing of agents in that agency. He is a 
past president of the supervisors asso- 
ciation of his company. 


Expect Thorough Investigation 


SAN FRANCISCO—A number of 
San Francisco brokerage firms have had 
their first experience with investigators 
from the California insurance division. 
Most of those called upon were the 
larger brokerage firms and individual 
offices. It is expected the investigators 
will check practically all agents’ and 
brokers’ licenses and _ qualifications. 
There is belief that a large number of 
so-called subterfuge brokers and agents 
will be forced out of business and part- 
timers also may be forced to surrender 
their licenses. The investigation in- 
cludes checking of books to determine 
whether there has been any rebating, 
coercion, self-insurance or other methods 
prohibited by law. One of the first 
checks is to see if the state license is 
prominently displayed and if the licensee 
maintains an adequate office for a gen- 
eral insurance business. 








Read The Industrial Salesman, $1.25 a 
year. 420 E. Fourth Street, Cincinnati. 





New Brochure Promotes 
Witherspoon’s Candidacy 


The committee sponsoring John A. 
Witherspoon for vice-president of the 
National Association of Life Underwriters, 
headed by E. T. Proctor, Northwestern 
Mutual, Nashville, Tenn., has sent out 
a supplementary communication in be- 
half of his candidacy, in view of the fact 
that there have been many changes in 
the personnel of state and local associ- 
ation officers, due to the election of new 
officers by the various associations. 

“In addition to the fact that the south 
has not had an officer of the association 
in more than 20 years, and that Mr. 
Witherspoon is the senior member of 
the board of trustees (other than past 
presidents), we would like to remind you 
that under his leadership as chairman 
of the membership committee, the pres- 
ent membership of the National associa- 
tion stands at an all-time high of 27,445. 
Not only is this the largest membership 
the association has ever had at this time 
of the year, but it is also the largest 
membership the association has ever had 
on Dec. 31 of any year.” 

The communication also reviews Mr. 
Witherspoon’s life insurance career and 
the prominent part he has taken in asso- 
ciation activities. 




















A Great Achievement 


In 1938, excluding Industrial Insurance this company’s 
per cent of gain and amount of increase in new paid busi- 
ness over 1937 was greatest among both the 25 largest 
mutual companies and the 25 largest life insurance com- 
panies. The per cent of gain in insurance in force during 
the same period was also the greatest among both groups. 
Likewise, the Minnesota Mutual’s amount of gain in 
insurance in force was greater than in 11 of the 25 largest 
mutuals and greater than in 10 of the 25 largest companies. 


This remarkable record was achieved by our Field Force 
who reaped their reward in increased incomes. 


A $225,000,000.00 Mutual Company, 59 years old 
with an understanding, cooperative Home Office. 


The Minnesota Mutual 
Life Insurance Company 


St. Paul, Minnesota 
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INDUSTRIAL AGENTS QUIZZED BY MONOPOLY COMMITTEE 





(CONTINUED FROM PAGE 1) 


sisted of three days with an assistant 
manager who, according to Mr. Cohen, 
“spent two days telling me he owned the 
company and everything else and one 
day showing me how to write tomb- 
stones.” 


Selling Speculative Policies 


The witness said there was consider- 
able selling of speculative policies, par- 
ticularly among negroes. He told of a 
family from which an assistant field 
manager told him to collect no more 
premiums on account of syphilis among 
its members. He said he was told to 
ignore the premium offered by a mem- 
ber of this family but that later the fam- 
ily was given a chance to pay the ar- 
rears. He said, however, that in a fam- 
ily of this type the chance of having 
enough money to pay up arrears was 
remote. 

With the other witnesses, Gesell’s 
questioning followed very much the 
same standard pattern: Amount of 
debit, method of compensation, hours of 
work, average weekly income of agents, 
quotas, contests— whether company- 
wide or local, pressure on agents and 
managers to write business, effect of 
pressure and compensation system on 
quality of business and interests of pol- 
icyholders, irregularities, deficiencies, 
finaling of agents for low production, 
deliberate lapsing of combination health, 
accident and life contracts with unsatis- 
factory _health experience, interest of 
agents in beating down claims under 
policies with sickness benefits. 


Monumental Agent Heard 


Another agent called Tuesday was 
Herbert Boswell of the Monumental 
Life’s Washington office, who gave a 
less sordid version of the industrial 
agent’s job. He said he worked about 
40 hours a week, including about two 
evenings. He said he took account of 
conditions in the homes before recom- 
mending insurance and thought not more 
than 5 percent of a family’s income 
should go into premiums. He said that 
while there are sales contests the awards 
are of small intrinsic value and there is 
no particular pressure. It was quite ap- 
parent that Mr. Boswell thought well of 
the industrial insurance business and he 
had little fault to find with it. 

The final witness Tuesday was E. W. 
McCarry, agent in Washington of the 
Virginia Life & Casualty. He said that 
while there is a standard of 40 cents 
weekly increase on industrial and $2,000 
amounts on ordinary, the company is 
very lenient with men who don’t make 
it, adding that he had never known of a 
man to be finaled for non-production. As 
for the morning meetings at which men 
report their results for recording on a 
board, he said that low producers were 

given fits, so to speak,” and threatened 

sometimes with finaling, but that a lot 
of good sales ideas are imparted at these 
meetings. 


Witnesses All From Washington 


Other witnesses Tuesday were all from 
Washington, the SEC’s aim being to 
minimize the expense and _ inconveni- 
ence to the witnesses and the compa- 
nies. They included H. A. Hollins, man- 
ager Life & Casualty of Tennessee; Bu- 
ford Eubank, assistant manager of the 
same office; Robert Roberson, Jr., agent 
of the People’s Life of Washington and 
formerly assistant manager for another 
company; A. E. Call, manager Life of 
Virginia; A. J. Watkins, agency vice- 
president Home Beneficial of Richmond, 
and J. W. Wright, its local manager; L. 
H. Hannah, vice-president and manager 
of agencies Equitable of Washington. 

Questioning of all followed the same 
pattern except for Mr. Watkins, who 
was asked about the profits paid by his 
company and the rewarding of agents 
for low sickness claim records. He tes- 
tified his company had begun with $5,000 
capital in 1906 and that all subsequent 
capitalization had been by stock divi- 
dends amounting to $1,000,000. From 


organization to date cash dividends have 
totalled $4,511,000, he said, while sur- 
plus, owned by stockholders, has been 
built to $1,800,000. In addition there is 
$700,000 contingency reserve. 


Sickness Claim Ratio Factor 


As for making sickness claim ratios a 
factor in agents’ compensation, he said 
it makes for better selection of busi- 
ness and also encourages agents to 
check up on possible malingerers. 

“Isn’t it a fact that there is a very 
strong tendency for the agent to per- 
suade that policyholder to take a lesser 
benefit than he is entitled to?’ he was 
asked. Mr. Watkins did not agree. 

“I should think it would be difficult 
for a policyholder to know whether he 
was getting he is entitled to or not,” 
said Gesell. Mr. Watkins said policy- 
holders could complain to the company; 
that very few complaints had been re- 
ceived and that he thought the policy- 
holders had a pretty good idea as to 
whether they were being treated right 
or not. 

Asked about sources of profit, Mr. 
Watkins said that in the past it has 
been mainly from investments, that 
there is “possibly some” gain from 
lapses and surrender. 














SIZE A DISADVANTAGE? 


Questioning of President C. F. Wil- 
liams of the Western & Southern was 
the main feature of last Thursday’s 
hearing and proceeded on quite a 
friendly basis. Gesell brought out in 
considerable detail the Williams family 
links within the company but made no 
attempt to imply that they were detri- 
mental to the company or to its policy- 
holders. 

Laying particular stress on the advan- 
tage of a company’s staying within cer- 
tain limits of size, Gesell asked Mr. Wil- 
liams for his opinions. 

“You think there are some disadvan- 
tages from size, growing too large and 
too rapidly?” he inquired of the witness. 

“Well, of course, we have got a one- 
man company now. We can watch 
everything and of course our hope is— 
we have a little over $900,000,000 now— 
we would like to have billion-dollar 
company but after that I don’t think I 
would care to go very much farther.” 


Would Lose Contact 


“You would feel that if you got much 
over a billion you would find yourself 
losing contact with the problems of the 
agency force and the policyholders?” 
“T think that would be bound to fol- 
ow.” 

“And you might find that your com- 
pany could no longer remain closely su- 
pervised as a one-man organization and 
it would become, perhaps, more bur- 
dened down with administrative con- 
fusion, coordinators and things of that 
sort?” 

Gesell’s reference to “coordinators” in 
this connection was an obvious dig at 
Metropolitan Life and its designation of 
Vice-president J. L. Madden as co- 
ordinator in handling matters connectd 
with the inquiry. Gesell had touched 
on this point in his previous examina- 
tion of President L. A. Lincoln. Mr. 
Lincoln had attributed his inability to 
supply certain figures to his not having 
been informed that he was to be ques- 
tioned on those points. Gesell said that 
“your coordinator“ had been so in- 
formed. 





Asks Optimum Size 


Asked by Gesell what he felt would 
be the optimum size for a company 
from the point of view of efficient op- 
eration of a business such as Western 
& Southern, Mr. Williams replied: 

“That depends a good deal on the 
management. Let’s put it this way: Is 
it the best thing in the world for a 
company to be run by one man? Of 





course, personally I think it is, but some 
prefer to have some sales work han- 
dled by committees. But I will say 
roughly a lot of the smaller companies 
are in too large a territory. In other 
words, I doubt if there are over 10 
or 15 life companies that should be in 
all the states.” 

“You feel that if you grow much 
above $1,000,000,000, taking the kind of 
business you have now, that you will 
have gone beyond the optimum size for 
efficient management?” 

“Yes, you would. 
that.” 


Mutualization Possibility 


Asked if Western & Southern had 
ever given consideration to mutualizing, 
Mr. Williams said: 

“It may be that when we get larger, 
if we want to continue larger, that 
might probably be one of the things to 
do, although I am frank to tell you 
I am a stock man and I think a stock 
life insurance company can always be 
operated more cheaply than a mutual 
company.” 

As to net costs, Mr. Williams said 
he believed his company to be below 
the mutual companies. 

Asked by Gesell if the Western & 
Southern is withdrawing from the in- 
dustrial field, Mr. Williams said: 

“Well, I won’t say we are withdraw- 
ing from it but I could see in the past 
few years of course that a man could 
not live entirely on his industrial un- 
less you wanted to push him on making 
sales and we found out that when you 
push a man who is not a salesman it 
is very poor business. For example, a 
real salesman can go out and write 
maybe $1.50 of business this week. If 
you force a man to go out and maybe 
he writes only 30 cents of business this 
week, that 30 cents is worse than the 
business the other man wrote. We 
started in to push for the ordinary and 
we found out, of course, when we got 
our men writing more ordinary they 
were writing better industrial.” 


Industrial “Outlived Usefulness” 


Quoting from a statement made by Mr. 
Williams at his company’s managerial 
convention in which he stated that in- 
dustrial “to a certain extent appears 
to have outlived its usefulness” and 
cited social security, savings bank life 
insurance and the probable spread to 
other states of restrictive measures 
adopted by New York. 

“From that I gather that you feel that 
the future of industrial insurance is 
not too bright,” Gesell asked. 

“You can put it that way,” Mr. Wil- 
liams replied. ‘Of course, I think there 
will always be industrial insurance but 
I was talking to the managers there. 
I think it is impossible any longer for 
an agent to live on industrial insur- 
ance.” 


I wouldn’t want 


No Saturation Point 


Mr. Williams denied, however, in re- 
sponse to further questioning, that the 
saturation point for industrial is being 
approached, saying that there would 
always be buyers but conceded that the 
industrial agent must be a better sales- 
man than ever before and that as a 
result the tendency may be to push men 
a little more, resulting in a poor grade 
of business, written in families which 
may not be able to afford additional in- 
surance. 

“And that will result, you feel, in bad 
selection of risks, maldistribution of in- 
surance within the family, and from an 
overall point of view poorer earnings 
to the company and agents?” asked 
Gesell. 

Mr. Williams answered affirmatively, 
making the point that the agent would 
be the chief sufferer, being stuck with 
a lot of poor business. As for the pol- 
icyholders, he said they can’t lose, since 
“if they pay two weeks they really 
have 20 weeks insurance and they get 


an extension for the face of the policy 
depending upon how many premiums 
the Pil 

Te would result, though, would it 
not, with a more limited market and 
a continual emphasis upon the sale of 
industrial, in policyholders taking pol- 
icies they couldn’t afford to carry?” 
Gesell persisted. 

“Oh, yes. Whenever you issue a pol- 
icy and there is a cash surrender or ex- 
tension, no matter what you do, as I 
say, I think it is a contract which, if 
they both carry it out, they both make 
money, it is profitable. But if any one 
of them loses, you are right, there would 
be a loss to the policyholder, to the 
agent and to the company. You are 
right.” 





USE FEDERAL SETUP? 








Others who testified Thursday were 
J. H. Ruehlman, vice-president West- 
ern & Southern, who testified on his 
company’s agency method; M. E. Davis, 
assistant actuary Metropolitan, who was 
questioned on dividends, nonforfeiture 
values and the general differences be- 
tween endowment and whole life pol- 
icies; Harry M. Mehlman, actuary of 
the SEC’s insurance study, who pre- 
sented a tabulation comparing net costs 
of industrial policies of various compa- 
nies; and D. C. Bronson, assistant ac- 
tuary Social Security Board, who de- 
scribed a hypothetical plan to show what 
the cost would be for supplying a $250 
death benefit for each member of the 
population. 


Would Call for $3.03 Base 


Mr. Bronson, who was with Trav- 
elers as an actuary for 12 years before 
joining the Social Security Board a 
year and a half ago, said such a bene- 
fit would call for a payment of $3.03 a 
year per person with no allowance for 
any sort of administration expense. On 
another plan, though still insuring the 
entire population, contributions would 
be made only by gainfully employed 
workers, with adjustments being made 
for the size of each family. The an- 
nual contribution in 1940 on such a 
basis would average $7.27 without al- 
lowance for administration expense. Ex- 
empting workers over age 65 from con- 
tributing would bring the annual con- 
tribution to an average of $7.55. These 
rates would increase slightly because 
of the increasing death rate that is to 
be expected. Mr. Bronson pointed out 
that any such plan, being on a com- 
pletely pay-as-you-go basis, without any 
contingency reserve, would have to 
adopt the assessment principle and con- 
tributions would have to be varied ac- 
cording to the mortality experience. 


Chary of Estimating Overhead 


Asked for an opinion on the cost 
of administering such a plan, Mr. Bron- 
son said: 

“I am very hesitant to express my 
opinion on this matter. In order to 
give even an intelligent guess as to an 
expense ratio, a great many unknowns 
would have to be resolved. First of 
all, a scheme of this kind, if it were 
seriously proposed, might be suscepti- 
ble of handling under one central ad- 
ministrative unit such as the federal 
government or through several geo- 
graphical administrative units such as 
the state governments or by independ- 
ent economic units such as private cor- 
porations. Under whatever administra- 
tive unit were devised there would be 
the problems of collection, maintenance 
and disbursement. 

“Under contribution collection meth- 
ods, would this be through payroll de- 
ductions by employers to the extent 
possible, or would it be handled by in- 
dividual collectors or agents or wou 
the contribution and responsibility be 
placed entirely on the individual, oF 
some other method? Under mainte- 
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nance, how much record keeping ma- 
chinery and how much _ accounting 
would be required? 

“Under claim methods, this would in- 
volve whether claims would have to be 
paid in accordance with state laws, 
whether they would be paid to named 
beneficiaries, payable to those who bore 
the funeral and last illness expenses, 
and so forth. That is, the amount of 
adjudication required and the facility 
with which payments could be made. 

“Expenses are difficult to estimate 
when the methods of administration are 
fairly well defined and hence, in view of 
the nebulous points I have just men- 
tioned, I don’t like to express myself 
expensewise. But since I am pressed 
for some statement on this, I might 
give what I would consider a reasonable 
possible range of expense cost, running 
from possibly 20 percent to possibly 40 
percent of the death benefit outgo.” 

In introducing the witness, Gesell 
made it clear that Mr. Bronson was not 
testifying as a representative of the So- 
cial Security Board nor were his state- 
ments to be taken as representing the 
board’s attitude on the matters under 
discussion. 

No hearing was held Friday, the sub- 
committee adjourning Thursday after- 
noon until the following Tuesday morn- 
ing. 





WEDNESDAY’S HEARING 


Questioning Wednesday morning fol- 
lowed the previous day’s pattern. Gesell 
continued his efforts to elicit a colorful 
account of what goes on at what he 
termed “pep” meetings, particularly any 
evidence that low producers are held up 
to scorn before their fellows. However, 
witness after withess described these 
gatherings as rather tame affairs, with 
little or no singling out of poor records 
for embarrassing comments by manag- 
ers or assistants. It was freely admit- 
ted, though, that “board calls,” at which 
agents report on their previous day’s 
record, are common practice. 

Testimony indicated that while threats 
of finaling are employed fairly freely in 
some offices, it is rare that these threats 
are put into effect. There was evidence 
that sales stimulation from the home of- 
fice, frequently in the form of “pep” let- 
ters, is taken somewhat calmly in a 
number of local offices. These letters 
were of the type intended to whip up 
production rivalry among offices or sales 
territories. In practically every case it 
was testified that despite contest quotas 
and general quotas, these were merely 
marks to shoot at and nothing was done 
to agents failing to attain them. 

Several company officials doubted the 
value of sales contests, saying the busi- 
ness tends to have a high lapse rate and 
be of poor quality. 

The question of “lifting” policies ob- 
tained through misrepresentation came 
up, Gesell reading a letter from an agent 
who complained of being ordered to lift 
policies, 

E. C. McCubin, claim manager Home 
Friendly, the company involved, made 
It clear that these cases came within the 
Contestable limit, and it was thought 
fairer to lift them at once than to wait 
for a claim to be filed. Gesell had ap- 
parently been under the impression that 
a policy could not be lifted unless it con- 
tained a specific provision to that effect. 

. L. Ward, Home Friendly’s superin- 
tendent of agencies, said about 30 per- 
Pn of agents are discharged each year 
or failure to produce a satisfactory vol- 
ume of business. He admitted that many 
agents sign as well as fill out applica- 
a and that since no copy of the ap- 
Pilcation is attached to the policy the 
Policyholder very well may not know 
wa 1s in the application. 

oad is agency vice-president 
pen pi ile, queried on agent turn- 
debit ~ the figure was 61 percent for 
bate pees and 179 percent for can- 
1937 << sees for the year to date. For 
sees >" pe the figures were a little 
ah caiieatl it agents and a little higher 
pA ssing agents. He said debit 

arn an average of $22.63 a week. 











Pick Slate for 
National C. L. U. 


Earle W. Brailey, general agent in 
Cleveland for New England Mutual 
Life, has been nominated for president 
of the National Chapter C. L. U. He 
has served as vice-president during the 





E. W. BRAILEY 


past year. Nomination is tantamount to 
election. The slate that is prepared by 
the nominating committee is submitted 
to the membership for mail vote and 
the results are officially announced at 
the annual meeting of the National 
chapter at St. Louis. Nominated for 
vice-president is Benjamin Alk, Penn 
Mutual, New York; treasurer, E. A. 
Krueger, field service manager State 
Life of Indianapolis; secretary, David 
McCahan, professor of insurance, busi- 
ness department University of Penn- 
sylvania. 

Those nominated for directors are 
M. L. Buchanan, Massachusetts Mutual, 
Boston; Beatrice Jones, Equitable So- 
ciety, New York; R. W. Hoyer, general 
agent John Hancock Mutual, Columbus; 
R. M. Stevenson, general agent National 
Life, Pittsburgh; Matthew Brown, gen- 
eral agent General American, San An- 
tonio; Fred E. LeLaurin, general agent 
Aetna Life, New Orleans; H. R. Kauf- 
man, agency supervisor Northwestern 
Mutual, Minneapolis; John D. Moyna- 
han, manager Metropolitan Life, Ber- 
wyn, Ill.; Hugh S. Bell, general agent 
Equitable of Iowa, Seattle; H. K. Cas- 
sidy, general agent Pacific Mutual, San 
Francisco; James E. Bragg, manager 
Guardian Life, New York; William 
King, Mutual Benefit Life, St. Louis. 








Hollis Ackiss, manager Virginia Life 
& Casualty, and J. F. McHale, super- 
intendent American National, both of 
Washington, were questioned along rou- 
tine lines. Mr. McHale testified that 
pledges of industrial production for the 
day, usually about 50 cents, are re- 
quested and that the actual records were 
sometimes contrasted with the pledges. 

Quite a few witnesses testified to the 
prevalence of agents contributing small 
amount of money to a “kitty,” which 
then goes to the winning agent. 

C. M. Cory, manager agency depart- 
ment industrial division, John Hancock 
Mutual, the sole witness Wednesday 
afternoon, said it costs about $400 to 
replace an agent and that high agent 
turnover is expensive to a company and 
its policyholders. He said that the of- 
fice debit—premiums paid direct to the 
office—has grown to 5 percent of pre- 
mium volume in a relatively short time. 

Gesell tried hard to get the witness 
to take a definite stand for or against 
contests. Mr. Cory was somewhat fa- 
vorable and Gesell wanted to know why, 
in that case, the company didn’t run 
more of them. The witness said it 
would not be desirable to go to extremes 
on contests but that a judicious amount 


of contests stimulates agents to make 
new contacts. 

Mr. Cory was questioned at some 
length on finaling for deficiencies. He 
said no effort is made to blacklist such 
agents, although they are reported to 
state insurance departments where state 
laws require cause of license cancel- 
lations to be stated. 

Hearings on the industrial phase were 
scheduled to end with a short session 
Thursday. Monday the subcommittee 
will take up ordinary, questioning Presi- 
dent L. E. Zacher and three other Trav- 
elers officials about the company’s re- 
lationships with the banks it owns and 
controls. 


Recent Decisions That 
Affect Life Insurance 


The Kansas supreme court reverses 
the decision of the Saline district court 
in Swenson, administrator, vs. Victory 
Life. The Victory Life issued to in- 
sured a 20-payment life policy contain- 
ing coupons which could be used in re- 
duction of premium payments. The as- 
sured left the coupons attached to the 
policy and paid the premiums in full. 
Settlement of the policy was provided 
for in several modes, none of which was 
exercised by the assured. The face 
amount was paid to the insured’s ad- 
ministrator, who sought to recover an 
additional amount provided for in one 
of the options, if no coupons had been 
used. It was held that since the in- 
sured had made no election of the op- 
tions provided, the unused coupons, un- 
der the terms of the policy, were ap- 





plied as pure endowment additions and 
payment of the face amount of the pol- 
icy to the beneficiary fulfilled the terms 
of the contract. 

The higher court said that in the con- 
tract the insured elected to pay the 
premiums on the policy as an endow- 
ment. If he had lived until he had paid 
20 years on the policy as an endow- 
ment he would have been entitled to $2,- 
000, the face of the policy, in cash or a 
paid-up policy for $2,000 and $978 in 
cash under table “B.” But since the 
assured did not live out the 20-year pe- 
riod but died after paying 15 annual 
premiums, the payment of $2,000 to the 
beneficiary fulfills the terms of the 


contract. The higher court said that 
it finds no provision for the pay- 
ment of dividends as the plaintiff 


seems to contend. The extra premiums 
which the assured paid were not held 
for him as dividends on deposit but were 
used to buy an endowment policy. As 
there is nothing now due on the policy, 
plaintiff’s cause of action must fail. 
The supreme court said the right of 
the plaintiff as administrator to main- 
tain this action was discussed. This 
question has not been overlooked, but 
in view of the conclusion at which the 
court has arrived, it did not think it 
necessary to determine that question. 
The judgment, therefore, is reversed. 


Mrs. Bessie Dale, Kansas City Life, 
Lawton, Okla., has found that living in a 
small town is not a material handicap in 
setting up a notable production record. 
She has qualified for life membership in 
the Women’s Quarter Million Round 
Table of the National Association of 
Life Underwriters. 
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C.C. Neslen as Man of the Hour 


ALTHOUGH no official statements have 
been made as to the substance of conyersa- 
tions that C. C. NEsSLEN of UTAH had with 
insurance commissioners of NEw ENGLAND, 
the east and the south during his recent 
trip, the assumption is that Mr. NESLEN, 
who is the new president of the NATIONAL 
ASSOCIATION OF INSURANCE COMMISSION- 
ERS, was undertaking to close the wounds 
that were opened in the organization at the 
June annual meeting at SAN FRANCISCO. 
Mr. NESLEN is a man whose character and 
ability are recognized. He is a westerner 
and he has the confidence of the eastern 
commissioners. Although the eastern group 
wanted JoHN C. BLACKALL of CONNECTI- 
cut for president, they quickly decided 
against a contest when they learned that 
Mr. NESLEN was the choice of the western 
and southern commissioners. Mr. NESLEN 
thus has an excellent opportunity to repair 
the damage that has been done in the asso- 
ciation during the past two or three years 
because of the emergence of a bitter spirit 
of sectionalism, centering about the con- 
vention examination issue. 

The most responsible leaders in the asso- 
ciation throughout the country realize that 
another meeting such as that at SAN FRAN- 
cisco would come close to piling up the 
organization on a rocky shore. It is un- 
doubtedly Mr. NESLEN’s intention to cause 
the Gulf Coast winter meeting to be com 
pletely harmonious and constructive. It is 
understood that he will strive to have dis- 
cussion of the examination issue entirely 
eliminated at that time, and that instead 
he will seek to have the members devote 
their attention to worth while subjects that 
can be approached without bristling. At 
the past few meetings of the association, 
the members have been so absorbed in the 
fight over the examination issue that they 


have been practically unable even to hold 
committee meetings on other subjects. 

Although some of the eastern commis- 
sioners are reported to have left San 
FRANCISCO in rancor and although one or 
two were advocating holding a rump con- 
vention of eastern commissioners, it is re- 
ported that they have regained their com- 
posure and, as a matter of fact, are now 
adhering rather closely to the six-zone ex- 
amination procedure. On the other hand, 
some of the western and southern states are 
striving to the best of their ability to com- 
ply with all reasonable requests that will 
reduce unnecessary expense on convention 
examinations. 

The expectation is that the BrLox1 meet- 
ing will be one of the most intelligently 
planned affairs in the history of the asso- 
ciation. It is possible that talks will be 
made by persons of national importance, 
that there will be impersonal discussion of 
important insurance matters. It may be 
anticipated that such points as unauthorized 
insurance, weak capital structure, lack of 
sound agency representation, claim prac- 
tices and other basic principles of insur- 
ance will be openly discussed. 

The meetings that Mr. NESLEN had in 
Boston with the NEw ENGLAND commis- 
sioners and at MEMPHIS with the southern 
commissioners are reported to have been 
pleasant and constructive. 

Due to the death of J. BAtcH Moor, the 
District oF CoLUMBIA superintendent, a 
new vice-president had to be elected. Mr. 
NESLEN desired that Mr. BLacKALL be 
chosen and in the unanimous election of 
the CONNECTICUT commissioner, the busi- 
ness can take the largest measure of 
satisfaction. 

It is very likely that Mr. NESLEN will 
prove to be the man of the hour. 


The TNEC Should Repudiate Morris Siegel 


THE BRAZEN commercial use which 
Morris H. Srecet of PoricyHoitpers Ap- 
visory CouNncit is making of his testi- 
mony before the TEmMporARY NATIONAL 
Economic COMMITTEE’S insurance  sub- 
committee should be promptly rebuked by 
Chairman O’MaAnHoNneEY of the TNEC or 
someone qualified to speak for him. Mr. 
S1EcEL’s broadcast, following his appear- 
ance before the subcommittee could hardly 
be surpassed for sheer impudence. Lead- 
ing his listeners to believe that his being 
“chosen” to appear before the committee 
constituted an endorsement of his fee 
counsellor outfit and its methods, he 
wound up his broadcast by urging’ policy- 


holders to come to his headquarters, “the 
office of the country’s oldest and largest 
firm of insurance advisers—the only firm 
chosen to testify before this congressional 
committee at Washington.” 

Most of Mr. Srecet’s broadcast was a 
one-sided version of what was said at the 
session on fee counsellors, where testi- 
mony was given by him and by President 
L. A. Lrncotn of the METROPOLITAN 
Lire. His description was in fantastic 
contrast to the actual proceedings. Like 
the devil quoting Scripture to suit his 
purpose, Mr. Srecer lifted bits of the 
testimony here and there. By the time 
he got through his broadcast he had fully 








succeeded in pinning a pair of wings on 
himself as far as his uninformed listeners 
were concerned. 

In describing his broadcast, Mr. S1EGEL 
laid much stress on the fact that he had 
been testifying under oath, sworn to tell 
“the truth, the whole truth and nothing 
but the truth, so help me God,” as he 
solemnly intoned it over the air.’ It was 
well for Mr. Srecer that in his broadcast- 
ing he was not required to tell the whole 
truth about his testimony, however. Po- 
tential customers of the SIEGEL concern 
might have been scared off to learn that 
he charges the average family whose poli- 
cies he “readjusts” from $20 to $22, which 
is no trifling sum even for families con- 
siderably above the usual range of indus- 
trial policyholders. They would have 
learned that it costs $1 just to register 
at his office even if no “readjusting” is 
done and that if advice is given the abso- 
lute minimum that will be charged is 
$7.50. 

The more acute among his listeners—if 
Mr. S1ecev had broadcast his entire testi- 
mony—would have realized that while the 
average fee might be $20 to $22, the more 
insurance they had above the average the 
more they would have to pay as a fee. 
Since people who consult an insurance 
counsellor of the SrgceL type usually do 
so only because they are in real need of 
cash, listeners might have wondered how 
much significance to attach to Mr. SIEGEL’s 
“sworn testimony” that his firm does not 
base its fee on the amount of cash 
obtained through surrenders or readjust- 
ments. If these listeners had known how 
substantial his fees run, on the average, 
and even on the minimum basis, they 
might well wonder whether the Policy- 
holders Advisory Council might not be 
under considerable temptation to advise 
surrendering at least some policies for 
cash in order to facilitate the payment of 
the fee, for where else would the money 
for the fee come from? 

All this highly illuminating information 
would have been available to Mr. SIEGEL’s 


admittedly large radio audience if he had 
been forced to tell the whole truth about 
his TNEC testimony. They would have 
learned that despite his virtuous protesta- 
tions about “fighting a lone battle for the 
under dog,” he and his partner, who are 
the sole owners of PoLicyHOLDERS Apy!Is- 
ory CoUNCIL, netted $25,000 between them 
last year in spite of putting out $60,000 
to buy radio time. Since, as Mr. Srecex 
testified “under oath” that his gross in- 
come from fees during 1938 was in the 
neighborhood of $98,000, his mathemati- 
cally minded listeners might have used 
this information—if he had given it to 
them—to infer that nearly 25 percent of 
what the customers paid as fees last year 
went to the two partners as their share. 
Even if, as he contends, Mr. SIGE is 
fighting a lone battle for the under dog, 
it seems that the under dog is paying his 
champion a pretty high price. 

Perhaps there is nothing the committee 
or the Securities & ExcHANGE ComMiIs- 
SION, which is presenting the testimony, 
can do about keeping Mr. Srecet from 
making further use of his deliberately dis- 
torted broadcasts and the completely 
unjustified implication that his being called 
to testify constitutes any sort of endorse- 
ment for his enterprise. At the very least, 
however, it can issue an announcement 
disclaiming any endorsement of Mr. 
SIEGEL, expressed or implied, and protest- 
ing against the public’s being given an 
entirely distorted and unfair picture of 
what goes on at the hearings. 

Statements by Chairman O’Manoney 
and by Supreme Court Justice W. 0. 
Dovuctas when chairman of the SEC gave 
plain assurance that the inquiry would be 
fair and that policyholders would not be 
needlessly alarmed. If Mr. SrEcEL is 
permitted to get away with his shameless 
commercialization of a congressional hear- 
ing without protest by those in charge of 
it the investigation will lose much of what- 
ever standing it might have as a fair and 
impartial study of one of the country’s 
most important institutions. 








PERSONAL SIDE OF THE BUSINESS 





M. J. Cleary, president Northwestern 
Mutual Life, and H. L. Ekern, Madison 
and Chicago insurance attorney and ex- 
ecutive and former Wisconsin commis- 
sioner, have been appointed by Governor 
Heil as regents of the University of Wis- 
consin. 

The two sons of Ernest Palmer, IIli- 
nois director of insurance, are now lo- 
cated in Chicago. Ernest Palmer, Jr., 
who graduated from Amherst, started 
in his law course at Leland Stanford 
University, thinking that he might lo- 
cate on the Pacific Coast. However, 
after being there he became convinced 
that his fortune lay in Chicago and, 
therefore, he is entering Northwestern 
University Law School this fall. Brad- 





ley Palmer, who graduated from the 
University of Michigan, is taking the 
insurance salesmanship course with 

A. Alexander & Co. of Chicago. He 
spent some of his vacations at the Illi- 
nois insurance department. Both sons 
are young men of splendid ability and 
possess very pleasing personality. 

On his first official inspection trip in 
western Canada in 12 years, A. B. 
Wood, president Sun Life of Canada, is 
visiting the larger prairie cities of Can- 
ada, sizing up for himself the business 
outlook in that part of the country. 

David Brownlee, well known in Ot- 
tawa, Ont., insurance circles, died there 
in his 80th year. Mr. Brownlee joined 
the Continental Life of Canada in Ren- 
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frew and for his last 17 years in busi- 
ness was local manager in Ottawa until 
his retirement in 1924. He had been 
with the company 50 years. 

Commissioner ©. E. Erickson of 
North Dakota, who has been ill for sev- 
eral months, has returned to his desk. 

Charles Smrha, Nebraska insurance 
director, is attending the annual conven- 
tion in Atlantic City of the National As- 
sociation of Spanish War Veterans, as a 
state delegate. Mr. Smrha, as a member 
of a Nebraska regiment, saw active 
field service in the Philippines. 

Mayor H. M. Comins of Flint, Mich., 
who is general agent Massachusetts Mu- 
tual Life, will not seek reelection to the 
city commission, because public office 
has been forcing him to devote less time 
than necessary to his business. He has 
been general agent of his company since 
1923. He was “drafted” in 1932 to fill a 
vacancy on the city commission and was 
unanimously elected mayor by his fel- 
low commissioners after his reelection to 
the commission. 

J. A. Marmon, Jr., associated with his 
father, who is Memphis manager of the 
Sun Life of Canada, suffered painful in- 
juries as the result of a fall from a tree 
while on a picnic. 

Abraham Shoul, manager Union Cen- 

tral Life, Manchester, N. H., was the 
recipient of many congratulations on his 
20th anniversary with the company. 
_ Stewart Meyers, immediate past pres- 
ident of the Oklahoma Association of 
Life Underwriters, has been elected 
president of the Oklahoma City Cosmo- 
politan Club. 

L. R. Johnson, Texas Prudential 
agency manager at Corpus Christi, Tex., 
was married to Miss Thelma Doughty 
at Houston, Tex. 

J. G. Butterbaugh, Bankers Life of 
Iowa agency manager in southern Cali- 
fornia, has just celebrated his 25th an- 
niversary with the company. He was 
honored with a garden party attended 
by members of the agency and was pre- 
sented a silver cigarette case. 

H. S. Sheik, manager of the register 
and photograph department at the home 
office of the Prudential, has retired after 
40 years’ service. He started as a sten- 
ographer in 1899 and served as secretary 
to Presidents John F. Dryden and For- 
rest F. Dryden. 

R. B. Goodcell, former California 
commissioner, has reentered the prac- 
tice of law in Los Angeles in partner- 
ship with Judge R. M. Clarke. 





DEATHS 


_E. F. Allison, senior accountant in the 
liquidation department of the California 
department for eight years, was found 
dead in his automobile as the result of 
carbon monoxide poisoning. He had 
been missing from home for several 
days, 

C.R. Dillard, 52, superintendent of the 
Memphis district for the National Life 


& Accident, died after a period of ill 
health, 





we M. Lege, Jr., president Western 
—— Life of Dallas, died at a Dallas 
Ospital after an illness of several 
months, 

un W. Reed, 55, accountant for Aetna 
ife, died after a month’s illness. 





Sioux City Joins National 


SAN FRANCISCO—At a meeting 
of the directors of the Life Agency 
Cashiers Association, Alfred L. White 
i hg that Sioux City, Ia., has been 
added to the list of charter members. 
bP Benedict, Lincoln National, as- 
wilt nt secretary, reported that charters 

Soon be ready for distribution and 
ported Bath, Sun Life, vice-president, re- 
i that the first edition of the in- 
pe neg monthly bulletin would soon 


) Out to affilia s 
clations. ted and other local asso 





C. LU. 








C. L. U.. Fraternal Courses 


Butler University’s C. L. U. will be- 
gin Sept. 14 when a class for the first 
examination will hold its first meeting. 
This class will conclude in January and 
will be immediately followed by a class 
preparing for the second examination. 
These classes will be instructed by J. 
Russell Townsend, field assistant for 
Equitable Life of lowa at Indianapolis. 
A class for the third examination will 
begin in October and will be taught by 
Butler professors especially qualified. 

What is thought to be the first col- 
lege class in fraternal life insurance to 
be held in Indiana will begin at Butler 
University Sept. 12. This will be an 
evening class and will be especially help- 
ful to persons engaged in field work for 
fraternals, as well as office personnel. 
Butler University is in cooperation with 
fraternal executives in arranging the 
course. This will be the latest course 
in insurance offered by the Butler col- 
lege of business administration, which 
now lists five separate insurance courses 
during each school year. 





Name Detroit Executive Group 


Wm. H. McCoy, New England Mu- 
tual Life, president of the Detroit C. L. 
U. chapter has appointed his executive 
committee: Herbert Mandel, Northwest- 
ern Mutual; L. L. Mackey, Home of 
New York; Dr. B. E. Wyatt, Massachu- 
setts Mutual, and Mildred TenBrook, 
Mutual Benefit. The committee also in- 
cludes the three elected officers, Mr. 
McCoy, Roy Stringer, State Mutual, and 
Ralph Harrington, Metropolitan, and 
Past President E. P. Balkema, North- 
western National. 





Dallas Class Starts Sept. 11 


John A. Monroe, Great National Life, 
president of the Dallas C. L. U., an- 
nounces that the school for C. L. U. 
will open in Dallas, Sept. 11. Miss Cora 
Dulaney, Great National Life, secretary- 
treasurer of the Dallas chapter, will be 
the treasurer of the school. 

Among the instructors will be: Ricks 
Strong, John Hancock Mutual Life; 
vice-president Everett G. Brown, South- 
western Life; Dr. W. F. Hauhart of 
Southern Methodist University; and 
Paul Jackson of Thompson, Knight, 
Baker, Harris & Wright, Dallas law 
firm. 


Again—Life Insurance the Answer 


Life insurance in adequate amount 
would have made unnecessary the sacri- 
fice recently offered by Mrs. C. G. Fik- 
dal of Pleasantville, Pa., who sought to 
have her son, Carl, 13, adopted so that 
he might be properly educated, accord- 
ing to Norbert D. Murray, associate 
agent Victor-Winter agency, Minnesota 
Mutual Life, St. Paul. Mrs. Fikdal re- 
lated that for nine years her only home 
had been a rickety trailer, which she 
was forced to sell to get funds. The 
father has been missing since an earth- 
quake in California in 1925. A contribu- 
tion of Mr. Murray was printed in the 
“Dispatch Mail Bag” readers’ column in 
a St. Paul newspaper. He wrote: “To 
benefit him she would give up what 
she loved most. It makes me think that 
life insurance could have prevented her 
grief.” 


Stull Installed in San Francisco 


C. H. Stull, newly appointed San 
Francisco general agent of the New 
England Mutual Life, succeeding Oscar 
C. LeBart, was presented to his fellow 
general agents and managers at a lunch- 
eon. W. E. Hays, agency director, in- 
troduced Mr. Stull. Mr. LeBart told 
of his pleasant relations with the life in- 
surance fraternity in California and 
highly complimented Mr. Stull. Mr. 
LeBart plans to spend about a year in 
travel and then settle down on his farm 
near Boston. 








ye Not Wor Deas? 


Thus spoke a disgruntled veteran to a new member 
of a certain agency. 


“Why?” inquired the recruit. 


“Well, I don’t like the way the manager 
talked this morning,” replied the veteran. 


“O. K., Buddy, lay off if you want to. 
But the manager doesn’t get my com- 
missions, and if I don’t earn ’em, I don’t 
get ’em, either. I'll be seein’ you.” 


And the new agent was off to work for himself, which 
is what every smart salesman does. 
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NEWS OF THE COMPANIES 





Mutual Trust 
Praised in Audit 


Mutual Trust Life, as of Dec. 31, 
1938, is credited with assets of $43,592,- 
405, general contingency reserve $1,400,- 
000 and unassigned surplus $1,729,488, 
in the report of an examination con- 
ducted by Illinois and New Jersey. The 
examiners state that the cash position 
is well maintained and surplus funds are 
being invested in q diversified selection 
of securities. Operations have continued 
profitable and the earnings realized have 
permitted a continuation of the policy 
dividend schedules. The volume of in- 
surance written has exceeded policy 
termination and insurance in force in- 
creased 11 percent from the date of the 
last examination, Dec. 31, 1935. Ad- 
justment and settlement of policy lia- 
bilities have been effected in a prompt 
and equitable manner. Edwin A. Olson 
is president, A. B. Slattengren, O. D. 
Olson and Raymond Olson are vice- 
presidents. I. L. Grimes is secretary. 

Net premium income in Illinois was 
$1,172,197; Connecticut, $697,626; Mas- 


sachusetts, $645,093; Wisconsin, $519,- 
357; Minnesota, $501,067; Iowa, $316,- 
112; Ohio, $275,007; Michigan, $233,162. 
Those are the biggest premium produc- 
ing states for Mutual Trust. 

In 1938 new premiums were $856,001, 
renewal premiums $4,806,840, total in- 
come $8,251,165. 

Benefits, surrenders, etc., paid policy- 
holders were $2,545,193, dividends to 
policyholders $671,613, total disburse- 
ments $5,366,330. New business was 
$17,912,551, insurance in force $171,479,- 
183, mortality ratio 36.25. The net 
interest earnings on invested assets in 
1938 was 4.9 percent. 

The assets are composed of bonds 50 
percent, mortgage loans 19.3 percent, 
policy loans 14.3, real estate 10.6, cash 
2.4, real estate contract sales 1.5, pre- 
mium notes 1.3 and others .6. 





State Farm Life Is Examined 


State Farm Life of Bloomington, III, 
is treated most favorably in the report 
of an examination which was conducted 
by Illinois and the state of Washington. 
As of Dec. 31, 1938, assets were $3,- 





116,379, capital $300,000 and net surplus 
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Our definite plan of joint 
work in the field by agent 
and general agent has re- 
sulted in elimination of 
bickering, fault-finding, and 
claims of lack of coopera- 
tion. It develops use of 
positive plans, definite rec- 
ognition of time values, and 
builds additional enthusi- 
asm and self-reliance. 








“GUARANTEE MUTUAL MEN MUST SUCCEED” 
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The final answer—a much larger percentage of successes 
among new writing agents with the Guarantee Mutual. 


If you are interested in details of our plan, consult 
A. B. Olson, Agency Vice-President 


GUARANTEE MUTUAL LIFE COMPANY 


OMAHA, NEBRASKA 


ORGANIZED 1901 


Licensed in Twenty-two States 
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Step No. 4 
ts Field Training and 


Supervision 


Our plan differs from the usual 
—and works—because it must be 
done on a definite program basis: 


1. A minimum number of days 
per week of joint work are 
required, tapering regularly 
over a three months’ period. 
This eliminates the question 
of how and when for the 
new man. 


2. A complete understanding 
as to prospects and plans is 
arrived at in advance. 


3. A positive double check 
system of reports by both 
general agerts and new 
writing. agents proves the 
results. 














$238,837. The examiners state that the 
cash position is well maintained and the 
investment portfolio composed of diver- 
sified and marketable securities. Mor- 
tality is very favorable and acquisition 
cost and administrative expenses mod- 
erate. The treatment of policyholders 
has been fair and equitable. State Farm 
Life was organized in 1929. G. J. 
Mecherle is chairman, A. H. Rust, presi- 
dent. None of the elective officers re- 
ceives salary or compensation for serv- 
ing as such. 

State Farm Life discontinued the is- 
suance of health and accident policies 
on April 1 of this year. 

Total premiums for the life depart- 
ment in 1938 were $1,192,224. The in- 
come of the casualty department was 
$60,453. Payments to policyholders in 
the life department were $334,323, and 
disbursements of the casualty depart- 
ment were $61,182. Policy reserves were 
$1,659,856. Insurance written was $16,- 
426,160 and insurance in force $55,040,- 
597. Mortality ratio was 35.91. The 
ratio of first year commissions to new 
premiums was 57.41 and ratio renewal 
premiums 11.40. Net premiums in the 
accident department were $59,462 and 
claims incurred $23,527. 


Break Ground for Omaha 
Companies’ New Home 


OMAHA—Ground has been broken 
for the new $1,000,000 home office build- 
ing of the Mutual Benefit Health & Ac- 
gident and United Benefit Life, on a site 
a mile west of the main business sec- 
tion, across from the Woodmen Circle 
building erected a few years ago. 

Original plans for a $500,000 structure 
were altered, officials said, and the final 
project is expected to cost more than 
$1,000,000. The first spade of dirt was 
turned by Dr. C. C. Criss, founder and 
president of the two companies. Agency 
managers from 47 states and Canada at- 
tended the ground-breaking ceremonies 
and a sales conference which followed. 

Addresses were made by Governor 
Cochran of Nebraska, Mayor Butler of 
Omaha, W. E. ‘Cox, Louisville, presi- 
dent of the companies’ managers asso- 
ciation; A. W. Heuertz, Memphis, Ten- 
nessee manager; W. C. Fraser, vice-presi- 
dent Omaha chamber of commerce, and 
Dr. Criss. Commissioner Frank Fogarty 
of the chamber of commerce was master 
of ceremonies. 

The Mutual Benefit Health & Acci- 
dent is observing its 30th anniversary 
this year. 


Lincoln Liberty Is Cleared 


LINCOLN, NEB.—Insurance Direc- 
tor Smrha has entered an order finding 
that there is no reason for further exam- 
ination of the books and records of the 
Lincoln Liberty Life of Nebraska and 
has dismissed the application of four 
policyholders for a further audit. 

The principal complaint was regarding 
the apportionment of resources to which 
its participating stockholders are entitled. 
An insurance department actuary went 
over the company’s records and found 
that the participating fund was entitled 
to be reimbursed $38,000 out of non- 
participating funds. The company had 
used a different formula than the actuary 
had for determining the allocation and 
it accepted his finding and made the 
necessary credits. 








Reports on Prudence Life 


The Illinois department has issued its 
report of an examination of Prudence 
Life of Chicago, an assessment com- 
pany, most of whose business consists 
of hospitalization policies. Alfred Holz- 
man is president. As of March 31, 1939, 
assets were $18,191, surplus in the life 
department $14,150, and in the accident 
and health department—$4,068. 

The concern was started in 1936 as 
Prudence Protective Association, a bur- 
ial society. It changed to an assessment 
company in 1937. 

About 90 percent of the contracts in 
force were represented by one of the 
hospital benefit plans. Male and female 








risks of the Caucasian and Negro races 
are written on equal basis. 

The examiners state that Prudence 
accepts applications solicited by indi- 
viduals who have not been duly licensed 
as an agent. Prudence has insurance in 
force in several states that is classified 
as “mail order business,” although, ac- 
cording to the examiners, certain appli- 
cations indicate the insurance was solic- 
ited by an agent and written by him 
within the state the assured resided, 
Prudence Life paid a commission on 
practically all of this business. 

For the first three months of this year 
premiums in the life department were 
$2,794, and in the A. & H. department 
$20,057. Payments to policyholders in 
the life department were $166 and in 
the A. & H. department $4,323. Com- 
missions were $980 life and $6,561 A. 

H. Salaries were $156 life and $1,048 
A. & H. Total disbursements were $2,- 
421 life and $19,413 A. & -H. 

Many controversies have arisen in 
connection with the claim settlements, 
according to the examiners, but these 
have been due principally to the strict 
limitations of the policy contract. 


COMPANY MEN 


New Agency Head 
for Bankers, Neb. 


Ivan Devoe has resigned as manager 
of agencies of Bankers Life of Ne- 
braska and is succeeded by C. H. Heyl, 
who takes the title of director of agen- 














Cc. H. HEYL 


cies. Since February of this year Mr. 
Heyl has been West Virginia manager 
for Sun Life. 

Mr. Heyl was born in Washington, 
D. C., and received his early education 
in that city. Upon graduation from St. 
Albans preparatory school he attended 
West Point Military Academy, com- 
pleting his four years as a cadet in 1923. 
During the following three years Mr. 
Heyl served as a commissioned officer 
of the United State army air corps. 

In 1927, he went with Sun Life in 
Washington, where he made a record as 
a producer. Three years later he was 
made assistant manager of the Wash- 
ington agency. Later in 1929 he was ap- 
pointed inspector of agencies for the 
eastern United States, in which capacity 
he served until 1934 when he was 
named assistant superintendent of agen- 
cies. In 1938, he was advanced to su- 
perintendent of agencies where he 
served until his appointment in Febru- 
ary, 1939, as manager for West Vir- 
ginia. 





H. P. Aiken to Davenport 


Hazen P. Aiken, who went with Oc- 
cidental Life of Los Angeles recently as 
supervisor of the accident and health 
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department at the head office, has been 
transferred to Davenport, Ia., as division 
manager of the A. & H. department. He 
will divide his time between Davenport 
and Chicago offices. 


Johns Becomes Mutual Life 
Secretary, Succeeding Felix 


Willard T. Johns has been elected sec- 
retary of Mutual Life of New York, suc- 
ceeding the late Curt Felix. He is a 
graduate of the business college of the 
University of Pennsylvania and went 
with Mutual Life as a clerk in Scranton, 
Pa, in 1909. In 1916 he was transferred 
to the home office and in 1922 became 
head of its restoration bureau. 


John Hancock Promotes Three 


The John Hancock Mutual Life has 
promoted Frank J. Keefe from assistant 
manager to associate manager of its 
home office underwriting department. 
L. B. Hovey and H. A. Houghton are 
named assistant managers in the same 
department. 


R. C. Millar Advanced 


Roy C. Millar, field superintendent, 
has been promoted to assistant director 
of agencies of the Old Line Life of 
America. He has been with the Old 
Line about four years. He succeeds 
F, J. Chandler, who resigned some time 
ago. 








Tingley Assistant Treasurer 


Bly Tingley has been appointed assist- 
ant treasurer of the Pacific Mutual Life. 
He has been with the company 15 years, 
12 years in the treasurer’s department. 








POLICIES 


Samples of New Manhattan 
Life Dividends Are Shown 


As announced earlier, Manhattan Life 
has revised the schedule of dividends 
now payable on contracts issued since 
Aug. 15, 1936. The present scale shows 
an increase for all years at the younger 
ages and for the early years up to age 
45 on the ordinary life, with decreases 
throughout on the 20-payment life and 
20-year endowment policies. Illustrative 
dividends are quoted below: 


Ordinary Life 





End of Yr. Total 
Ages 2 5 10 15 20 20 Yrs. 
25 $2.16 $2.53 $3.16 $3.76 $4.36 62.10 
35 2.84 3.26 3.98 4.65 5.34 77.84 
45 4.35 4.87 5.74 6.60 17.47 112.33 
550 55.47 6.17 7.34 8.51° 9.69 143.91 
20-Payment Life 
25 2.63 3.03 3.66 4.28 4.88 71.78 
35 3.17 3.61 4.34 5.04 5.70 84.77 
45 4.44 4.98 5.87 6.72 7.55 114.41 
90 5.51 6.22 7.40 8.56 9.65 144.68 
20-Year Endowment 
25 3.49 3.91 4.59 5.23 5.80 89.19 
35 3.61 4.08 4.83 5.53 6.18 93.95 
45 4.52 5.07 5.98 6.83 7.61 116.28 
55 5.55 6.26 7.43 8.58 9.62 145.18 


New Family Group Contract 


The Great American Life of Texas is 
Minging out a new family thrift protec- 
tor policy, which insures the whole fam- 
ily. The minimum amount is $2,000 on 
the family, $1,000 on the life of the 
Payor and minimum amounts of $500 on 
the life of the wife and upon the life of 
each child. The policy will be issued on 
the 20-pay life annual dividend plan, 
combining thrift with protection. 


Harrington Goes to Dallas 


DETROIT—Ralph Harrington of the 
Metropolitan Life’s group department 
lere will be transferred to Dallas in 
charge of the group service department 
of a new and second branch to be opened 
in that city. Mr. Harrington has been 
“atociated with Metropolitan in Detroit 
or 10 years. He was recently elected 
secretary-treasurer of the Detroit C. L. 

. Chapter, 


LIFE SALES MEETINGS 





Mass. Mutual Holds 
Regional Meetings 


Planning activities for the last four 
months of the year, Massachusetts Mu- 
tual general agents held regional meet- 
ings Sept. 1 at seven strategic points, di- 
rected by general agents as follows: Chi- 
cago, E. W. Hughes, chairman, C. W. 
Reuling, co-chairman; Cleveland, E. W. 
Snyder, chairman, George E. Lackey, 
co-chairman; Atlanta, H. I. Davis, 
chairman, G. H. Macdonald, co-chair- 
man; Philadelphia, M. R. Orr, chairman, 
Lawrence Simon, co-chairman; Spring- 
field, C. K. Litchard, chairman, L. H. 
Cook, co-chairman; Kansas City, C. L. 
Scott, chairman, A. E. Veith, co-chair- 
man; Los Angeles, John W. Yates, 
chairman, Arthur Challiss, co-chairman. 

Each chairman was supplied with a 
program recommended by the executive 
committee of the General Agents Asso- 
ciation, and general agents were urged 
to adapt the plans to their agencies. Fol- 
lowing the regional meetings, general 
agents held local agency meetings Sept. 
5, designated as “Business New Year’s 
Day.” 

A major objective of the activity is to 
encourage and assist personal producers 
in increasing their sales throughout the 
remainder of the year, the ambition 
being to have every Massachusetts Mu- 
tual representative on the honor roll with 
a minimum of $100,000 sales for 1939. 

The company’s field organization has 
been divided into eight districts which 
will compete during the remainder of 
the year, the winning agency in each 
group receiving special recognition at 
the close of the period. 

The service approach is being empha- 
sized, the company having mailed to all 
policyholders a booklet reviewing prog- 
ress the first six months of the year and 
including human interest stories illus- 
trating properly planned life insurance 
estates. The agents are being supplied 
with a suggested sales approach and 
with other specific sales aids. 

Titled “We Submit the Evidence,” a 
brochure is being distributed to all Mas- 
sachusetts Mutual representatives pre- 
senting in graphic form the record of 
production through the assistance of the 
company’s direct mail advertising serv- 
ice since its inception in 1933. 





Penn Mutual Convention 
Scheduled for Sept. 18-22 


Penn Mutual Life will hold its annual 
convention in Atlantic City Sept. 18-22. 
The meeting will start Sept. 18, with an 
all-day session for the quarter million 
dollar producers. Other qualifiers will 
first visit the home office in Philadel- 
phia on Tuesday and then proceed to 
convention headquarters at Atlantic 
City. Also, on Tuesday, the general 
agents will hold a special session. 

Wednesday will mark the beginning 
of the convention proper and business 
meetings have been scheduled for that 
and the two following mornings. On 
Wednesday afternoon the supervisors 
will meet. A reception for all attending 
the convention will be held Thursday 
evening, a 


Mutual of Canada Meeting 


Although life insurance has shown a 
great increase in Canada recently, it is 
as yet very far from the saturation 
point, A. E. Pequegnat, assistant general 
manager Mutual Life of Canada, told 
members of the western division of its 
Leaders Club in session at Victoria, B. 
C. A number of home office executives 
were present. G. T. Harris, Edmonton, 
Alta., spoke on “Profitable Program- 
ming.” 








The Midland Mutual Life’s 34th anni- 
versary convention will be held at Bed- 





ford, Pa., July 24-26, 1940. 





Phoenix Mutual 
Leaders Conference 


More than 100 leading producers of 
the Phoenix Mutual Life attended the 
1939 Leaders Conference at the Oyster 
Harbor Club on Cape Cod. The meet- 
ing brought together men from every 
part of the country who had qualified 
through volume of business written and 
general efficiency in selling and servic- 
ing over a 12-month period. 

The conference opened Wednesday 
evening with an address of welcome by 
President Arthur M. Collens, followed 
by a graphic presentation of the com- 
pany’s progress the last 25 years by Col. 
D. Gordon Hunter, vice-president and 
agency manager. Novel features of the 
program the following days were a series 
of panel discussions in which all the 
participants were field men, and an 
insurance “spell down” quiz led by 
Irving E. Partridge, agency secretary. 

Other home office men taking part in 
the program were: M. C. Terrill, vice- 
president; James A. Giffin, assistant 
agency manager; M. R. Perry, educa- 
tional director; R. J. Dolwick and Paul 
Zerrahn, agency assistants. 





Holgar Johnson Agency Rally 


The Holgar J. Johnson agency of 
Penn Mutual Life in Pittsburgh held a 
three day convention at Bedford, with 


100 attending. Joseph Reese, president 
of the National C. L. U., and manager 
of the home office agency at Philadel- 
phia, was the principal speaker. Mr. 
Johnson, who is president of the Na- 
tional Association of Life Underwriters, 
delivered an important address. George 
W. Stewart, a member of the Million 
Dollar Round Table, was a keynote 
speaker. 





Lafayette Life in 
Agency Convention 


The agency convention of the Lafay- 
ette Life was held at Pequot, Minn., 
agents from eight states meeting at 
Chicago and journeying to the point of 





destination. Because of the unusual fa- 
cilities for recreation, considerable time 
was given to all sorts of sports. One 
morning was devoted to an agency pro- 
gram, President F. L. Alexander ex- 
tending the welcome. E. W. Jones, 
president of the Lafayette Life Leaders 
Club presided over the breakfast meet- 
ing one morning. Among the home of- 
fice officials aside from President Alex- 
ander who were present and spoke were 
Secretary J. W. Link and Agency Di- 
rector W. R. Smith. 

The new kit material was presented 
and explained by R. G. Yeager. He 
told about the “Letter Plan Program” 
date-o-graph especially prepared for the 
Lafayette Life for the convenience of 
agents in dealing with settlement op- 
tions. 

Announcement was made at the con- 
vention that the company would issue a 
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Wisconsin. 








. .. And as proof of the pudding, here is an actual letter The Old 
Line Life received from one of its representatives: 


“Called by appointment on Miss M. whose inquiry was sent me. 
Sold her complete protection—Retirement Income at 60, Hospital Pol- 
icy and a Premier Accident Policy—total $148.16. Send me more 


, If you are interested in increasing YOUR income, write us today. 
Agency openings in Illinois, Iowa, Michigan, Minnesota, Ohio and 
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ago plan policy on the 20-payment 
life form. One of the features was the 
banquet held the last evening in honor 
of President Alexander’s birthday an- 
niversary month. A large birthday cake 
was presented. He made an appropri- 
ate response. He announced that the 
production for the first seven months 
had exceeded that for the similar 
months of last year by 58 percent. He 
held in his hand a telegram from the 
home office announcing that the com- 
pany had just reached $1,000,000 
gain of insurance in force for the year 
to date. 





Seaboard Agents 
Hold Convention 


The annual convention of the Sea- 
board Life of Houston was held at 
Camp Waldemar, Tex., with mornings 
devoted to panel discussions of pros- 
pecting, presentation and closing prob- 
lems. Afternoons were devoted to 
recreation. The morning sessions were 
under the direction of Davis Faulkner, 
vice-president and agency director. 

The endless chain system and the cen- 





sentatives: 


ance, write to Robert V. 
Agencies. 


lina and Tennessee, 





from the Men That. Use One 


Less than six months ago the “Buyer’s Guide to Life In- 
surance” was introduced to the Atlantic Life Field force. 
It has proven to be one of the best and most successful 
methods in use today in the sale“of life insurance, and 
its popularity is well illustrated in the following extracts 
taken from letters received from the Company’s repre- 


“The Buyer’s Guide has made my job of selling life 
insurance much easier—It facilitates the securing of 
good prospects—Offers a definite service to the person 
on whom I am calling, and it gives the simplest approach 
I have ever seen in use. All in all, I could ask for no 
better. help than the Buyer’s Guide has given me—I 
expect to continue using it consistently.” 


“The Buyer’s Guide” is one of the smartest sales tools 
that any Company has ever offered its agents—I say 
that because I have used it and have seen it in operation.” 


“May I congratulate you on the Buyer’s Guide. I have 
tried it out on several strangers for the purpose of 
determining reactions, and when I say that this method 
is in my opinion the best in the field today, I do so 
with the experience I have had with other plans of a 
similar nature being used in the field today.” 


If you are interested in a general agency with a pro- 
gressive company that believes in providing its repre- 
sentatives with the latest methods of selling life insur- 
Hatcher, Superintendent of 


Agencies open in Maryland, West Virginia, North Caro- 


Atlantic Life Insurance Company 
Richmond, Virginia 
Samuel F. Clabaugh, President 











ter of influence plans of prospecting 
were discussed with the emphasis upon 
the use of the center of influence plan 
as the agent builds prestige through 
sincere and intelligent service for his 
policyholders. The importance of pros- 
pecting with a view to permanency of 
the sale was stressed. 

Following the study of prospecting, a 
sales demonstration, called the ‘ bay 
taking interview, was given by W. 
Munnerlyn, assisted by other feinat 
of the group. 

At the annual banquet Dr. M. L. 
Graves, medical director, was toastmas- 
ter. Mr. Faulkner presented the silver 
cup for the most outstanding record to 
Ralph Dorsett, Austin, Tex. 

Dr. Charles C. Green, former chief 
surgeon for the Southern Pacific Rail- 
way, spoke on “The Men Behind the 
Seaboard,” discussing the character of 
each director and of the president. 


Reactions of Buyer Told 


“The Reactions of the Buyer” were 
presented by Rev. Paul Quillian, First 
Methodist Church of Houston, who cited 
the lack of knowledge of life insurance 
by agents. Mr. Quillian said that the 
customer who enters a grocery store 
knows exactly what he needs but that 
this is not true with the buyer of life 
insurance and emphasized the thought 
that the agent must show his prospect 
a need of which the prospect himself 
has not been aware. The prospect does 
not wish to buy and unless he is made 
keenly aware of a need he will not buy. 
Too often the agent aproaches with a 
standard phrase which the prospect has 
heard a number of times and which be- 
cause of this repetition has developed 
an unfavorable reaction. A new agent 
came to him and discussed with him how 
to accomplish certain objectives and thus 
sold him an additional $15,000. 

Mr. Quillian described life insurance 
as the service which enables people to 
do the things which they can not do 
under any other plan. 


Selection Important 


In discussing “Selection,” Dr. Ghent 
Graves, associate medical director, 
pointed out that proper selection of risks 
is a matter of life and death to the 
company. He stressed the importance 
of the agent giving full and accurate 
information in answering questions. He 
suggested that where the agent has rea- 
son to suspect a doubtful case exists 
that the trial application be used. 

The problem of lapses was presented 
by Mr. Faulkner. The chief cause of 
lapses is the policy sold on a monthly 
payment plan, Next to this is the sell- 
ing to men who are properly within 
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the industrial bracket, and third the fail. 
ure to develop a full appreciation of the 
service provided when the policy js 
delivered. Agents who show the best 
persistency record are those who stress 
the purposes of the policy when deliy- 
ering it and who keep in touch with 
those policyholders who find themselves 
in need of counsel. 





Oregon Mutual Life 
Leaders Gather 


SAN FRANCISCO—About 60 at. 
tended the annual convention of the 
Leaders ‘Club of the Oregon Mutual Life 
in San Francisco with “Quality ys, 
Quantity” as the program theme. 

The convention opened with a mes. 
sage from Vice-president W. C. Schup- 
pel. J. J. Patterson presided at the frst 
session. Certificates were presented to 
the offcers of the Leaders Club. A 
panel discussion was held on “So You 
Want to Put It Off?” with George W., 
Schoeffel, Portland, as leader. ‘The 
Best and the Worst That Can Happen” 
was discussed by J. S. Williams, assist- 
ant superintendent of agencies, and “A 
New Day Dawns” by Vice-president 
Schuppel. 


Walbridge Presides 


At the first day’s luncheon Perry H. 
Walbridge, general agent at Eugene, 
Ore., presided and P. Stalnaker, 
treasurer, spoke on “Our Investment 
Outlook.” The afternoon was spent at 
the fair and in sightseeing. 

Henry C. Schuppel, general agent at 
Boise, Ida., presided at luncheon the 
next day after the group had spent the 
morning on a special tour of San Fran- 
cisco and Edwin A. Phillips, general 
agent of the ‘Columbia Agency at Port- 
land, presided over the afternoon busi- 
ness session. Speakers were John J. 
Caplice, agency secretary, on “Quantity , 
and Quality”—followed by a further dis- 
cussion on the same subject by R. R. 
Brown, vice-president and actuary. 

“The Writing and Conversion of Term 
Insurance” was discussed by L. C. 
Lewis of the Schoeffel agency. A panel 
discussion was led by William J. Sheehy 
of Portland, on “Prospecting-Assaying- 
Pay Dirt.” 

Officers of the Leaders Club are Wil- 
liam J. Sheehy, president, Portland; 
L. C. Lewis, Portland, vice-president; 
Fred W. Tregaskis, Raymond, Wash. 
second vice-president, and ‘C. L. Hurl 
burt, Tacoma, third vice-president. 





Commonwealth Life 
Holds Rally in Va. 


More than 80 attended the agency 
convention of Commonwealth Life 0 
Louisville at Virginia Beach. The home 
office was represented by Judge Homer 
W. Batson, president; I. Smith Homans, 
executive vice- -president; Dan G. Roach, 
vice-president and treasurer; J. R. Hol- 
man, secretary; Bert Monroe, assistant 
secretary; Monroe Smith, director of 
agencies; Gayle Prather, superintendent 
of agencies, and W. S. Schneiter, agency 
secretary. 

Mr. Homans opened the meeting and 
Judge Batson made the address at the 
first business meeting. The other speak- 
ers at that session were Mr. Schneitet, 
Glenn H. Alexander, general agent # 
Lima, O:, -and Davis, ‘general 
agent at Louisville. 

Talks and sales presentations were 
based on the line of simplified program 
ming, selling small income policies wt 
the aid of visual sales helps. 

Mr. Homans pointed out the accom 
plishments of the agency force during 
the year. He said that the quality of 
business had been improved and that 
was reflected in a lower lapse ratio. He 
urged the producers to solicit more su» 
stantial business. 

Marcel Dreyfus, general agent # 
Youngstown, O., expressed appreciation 
of the agency force for the cooperation 
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Pays they have received from the home office. 
thy C. D. Haskins, W. B. Booth and- Bert 
“en Monroe presented life insurance from 
Pron the heart appeal. : 
deliv. In the open forum Monroe Smith, 
with director of agencies, discussed the im- 
elve portance of time control : and Mr. 
‘ Prather spoke on “Production Plan.” 
He introduced a quota club, assigning 
toeach member a quota, Each producer 
f that makes his quota will receive recog- 
e nition and a special recognition to those 
who make their quota during every 
month of the year. Except for two busi- 
ness sessions in the mornings, the agents 
) ate had three days of recreation, including 
the surf bathing and fishing. 
Life 
VS, National of Vermont Has 
mes- Coast Inter-Agency Meeting 
A Thirty leading producers of the Na- 
d to tional Life of Vermont in the Pacific 
oe Coast territory attended an “inter- 
Tou agency meeting” in San Francisco. Pa- 
eo W cific Coast general agents attending in- 
“The cluded: W. J. Stoessel, Los Angeles; 
pen” W. J. Smith, Portland; Ron Baggott, 
ssist= Seattle, and S. C. Martin, San Fran- 
1 “A cisco. 2 
ident Mr. Stoessel presided at an all-day 
session with these speakers: Mr. Smith, 
“Ideas that Sell;” Mr. Baggott, “Get- 
ting the Most Out of Ourselves;” Clifton 
Smith, department manager for the Pa- 
y H. cific Coast, “National’s Investments on 
Bene, the Pacific Coast;” Mr. Stoessel, “Infor- 
aker, mation Please,” and Chester Raymond, 
ment leading personal producer of the Seattle 
nt at agency, “Today’s Challenge.” 

The second day was spent in sight- 
nt at seeing on “Treasure Island,” with Mr. 
he Martin as host. 

‘ran- A ; 
sn Mutual Trust Life Holding 
ort ss 

he Regional at Green Lake 

n j. 


j A group of 135 representatives of 
diss [Mutual Trust Life’s central and midwest 


 R departments are attending their regional 
eg convention this week at the Lawsonia, 
ere Green Lake, Wis. : f 
aA6 Business sessions in the morning with 
vane! recreation and entertainment in the after- 
echy noon and evening. A golf tournament 
ving: was held Thursday afternoon, and an 
all-star minstrel show Thursday evening. 
Wil The closing banquet will take place Fri- 
land: day night. 
lent; President E. A. Olson, Vice-presidents 
‘ash., A. B. Slattengren and Raymond Olson, 
Iyrl- I. L. Grimes, actuary and secretary, and 
Dr. A. A. Willander, medical director, 
are attending from the home office. 
P Other home office representatives are: 
ife Harry J. Nelson, agency secretary; C. E. 


Menor, Jr., chief underwriter; H. A. 
| Newhart, manager policy department; 
e | Dave Dawson, Stacy Merchant, W. G. 

a — and Paul S. Nelson, field super- 
‘isors, 





Peoples Life Agency 
Convention Program Given 


About 100 will attend the agency 
Convention of Peoples Life of Frankfort, 
Ind, at Lawsonia Hotel, Green Lake 
Wis. Sept. 11-12. Greetings will be 
rended, by President E. O. Burget. 
alks will be made at the Monday 
morning session by Oliver ‘C. Miller, 
Orvan I. Cohee and O. L. Shaw. 

At the afternoon session the speakers 
ps be Maurice Hartwell, Nathan Mani- 
ow and Joe C. Caperton, Chicago gen- 
eral agent State Mutual Life. 

: At the Tuesday morning session the 
Ceakers will be Dr. C. A. Robison, 
Gone Alleger, who is president of the 
th allenger Club, and Harold Smith. At 
- nal session the speakers will be 


Mae Schonfeld, A. T. Downey and 


© lems set 
agency tte, vice-president and 


manager, 





Cummings’ Agents to Meet 

a Kansas City Life’s Texas agents 

bi , Sather at New Braunfels, Tex., 

xt. 10-12, for the first camp meeting 
y have held since 1936. O. Sam 








Cummings, Dallas, Texas manager, will 
direct the meeting. 


NEW YORK 


MYRICK AGENCY FIGURES 


The J. S. Myrick agency of the Mu- 
tual Life in New York City paid for 
$862,316 in August as against $1,189,501 
in August, 1938. For the year to date 
paid business was $9,147,724 as against 
$12,671,464. 














SUPERVISORS TO MEET 


The New York City Life Supervisors 
Association will hold its first fall meet- 
ing Sept. 12 at Hotel Martinique at 
12:15. Stanley N. Shaw, editor “Stand- 
ard Trade and Securities,” published by 
Standard Statistics Company, will talk 
on the business outlook. 





KNIGHT AGENCY AHEAD 


The C. B. Knight agency of the 
Union Central Life in New York City 
paid for $1,745,398 in August as against 
$1,674,411 for August, 1938. For the 
year to date the total is $14,321,795 as 
against $11,292,117. 





Schwemm Is Great-West Leader 


The Earl M. Schwemm Chicago 
agency of the Great-West Life recorded 
in August the largest new business pro- 
duction of any month in its history, lead- 
ing all agencies in both the United States 
and Canada. This August record in- 
creases the agency’s production to the 
point where it already shows a gain over 
the entire year 1938. 

The Great-West Life records a sub- 
stantial gain in new business in August 
for the entire territory. It is the seventh 
month this year that the company has 
shown increases over the corresponding 
months of 1938. H. C. Tunell of the 
Minneapolis agency was the leading in- 
dividual producer for the month. 


Hospitalization Policy Revised 

The Columbian National Life has an- 
nounced an improvement of its “Pioneer” 
sickness hospitalization policy. It has 
been revised and extended to enable 
prospects to “write their own coverage.” 
The change was made because of the 
evident need for a more flexible sick- 
ness coverage. 

The new “Pioneer” sickness benefits 
include hospital residence from $5 to 
$10 a day for 30 days, trained nursing 
expense with the same range of reim- 
bursement, surgical benefits with limits 





from $75 to $225 maximum, and miscel- 
laneous expenses. The new policy is 
adaptable to varying regional hospital 
charges as well as to the personal pref- 
erences of the prospective policyholders. 

The annuncement of the new “Pi- 
oneer” follows closely that of the com- 
plete hospitalization policy, the 
“Yankee.” The “Yankee” offers the 
same coverage for accident and health 
the “Pioneer” does for sickness. 





George E. Lackey was honored by 
his Detroit associates on his 20th an- 
niversary as Massachusetts Mutual gen- 
eral agent. As Mr. Lackey was sched- 





uled to attend a regional meeting of 
Massachusetts Mutual general agents 
at Cleveland Sept. 1, his anniversary 
as general agent, the celebration in his 
honor was staged Aug. 30 and was at- 
tended by Chester O. Fischer, vice- 
president, who conveyed greetings and 
congratulations from the company. On 
behalf of the agents and the clerical 
staff of the office, J. J. Coburn, presi- 
dent of the Detroit agency association, 
presented Mr. Lackey a suitably in- 
scribed leather desk file. He is a past 
president of the National Association 
of Life Underwriters and of Massachu- 
setts Mutual general agents association. 
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WHAT MAKES AMERICANS 
DIFFERENT? 


Maybe its their love for freedom. Freedom and 
the courage to hold on to it at any cost. Free- 
dom from worry and uncertainty. Security. 

Seven out of every hundred people in the 
world are Americans—yet they own more Life 
Insurance than all the rest of the world put 
together. Sixty-five million are building secur- 
ity for themselves and their loved ones the 
American way, step by step, through Life In- 


Perhaps that is why Americans are different 
and America the grandest spot on the globe. 
A great nation, a better nation for its people 
dwell in security. Security through Life Insur- 


Are you interested in that profession? Then 
you will find it pays to be friendly with 


PEOPLES LIFE INSURANCE CoO. 


“The Friendly Company” 
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LIFE AGENCY CHANGES 





Occidental of Cal., 
Makes Field Shifts 


A number of changes in the field are 
made by Occidental Life of California. 
G. F. Unger, formerly Chicago general 
agent, is appointed division manager in 
the middle west. He succeeds Conn W. 
Moose, who resigned after serving 
since June, 1938, as central division man- 
ager. ; 

C. E. Wright, former branch manager 
of Long Beach, Cal., resigned to enter 
personal production for Occidental there, 
where he has built a large personal cli- 
entele. 

He was succeeded by P. F. McBride, 
branch manager at Boise, Ida., since 
1933. 

The Boise branch office becomes a 
general agency under leadership of R. D. 
Crow, formerly of the home office staff. 

Wayne Vickers, general agent at 
Eureka, Cal., who recently also took 
over territory of the Sacramento branch 
office, asked to be relieved of the latter 
so he could concentrate on the Eureka 
area. 

I. R. Barr, veteran agent of Occidental 
at Sacramento, has become acting branch 
manager there. 


Wright Successful Agent 


Mr. Wright formerly was a state su- 
pervisor for Aetna Life in Minnesota, 
and went to California in 1928, being 
general agent and state supervisor for 
two other companies before joining Oc- 
cidental. "The Long Beach branch has 
shown substantial production gains un- 
der his direction, and being ahead in 
new paid premiums. 

Mr. McBride has had substantial suc- 
cess in Obtcidental as a builder and 
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trainer of men, the Boise branch con- 
tributing large production volume and 
having capable agents. He has been in 
life insurance for many years, first with 
Travelers, then Bankers Life of Iowa, 
and later Sun Life of Canada, for the 
latter as unit manager at Spokane and 
Boise branch manager. 

Mr. Crow for many years was a busi- 
ness man at Eldon, Ia., before going into 
life insurance conservation work in 1926. 
He entered Occidental’s conservation de- 
partment in 1933 and in 1936 was trans- 
ferred to the agency department. He is 
well acquainted with Boise, having 
worked that territory out of the home 
office. 


Experience of the Others 


Mr. Vickers has been in life insurance 
only three years but has become an able 
agent and prominent general agent. Mr. 
Barr has been a prominent Occidental 
agent for a long time and a member of 
Los Conquistadores Club for three 
years. 

Mr. Unger has been with Occidental 
since late in 1936 when he became the 
first Chicago manager, opening the orig- 
inal branch there. He went into life 
insurance with the Equitable Society in 
1920 after several years as a railroad ac- 
countant, and soon became a unit man- 
ger. Prior to joining Occidental he was 
supervisor of salary savings insurance in 
the Woody agency of Equitable Society 
at Chicago. He resigned as Chicago 
manager in 1938 to take a general 
agency. It has not been decided whether 
he will retain headquarters in Chicago 
or move to Davenport, Ia., where Occi- 
dental’s other division manager in the 
middle west, Joe T. DuMoe, has head- 
quarters in the old Guaranty Life office. 





Two New Texas Field Managers 


J. M. Loe has joined Great American 
Life of San Antonio as field manager at 
Fort Worth and Emmett Roberts as 
field manager at Dallas. 

Mr. Loe for the past five years has 
been manager of an ordinary agency at 
Abilene, Tex., for Texas Prudential. Mr. 
Roberts was with American National 
from 1930-37. Then for two years he 
was manager at Marshall, Tex., for the 
Praetorians. For the past year he has 
been general agent at Paris, Tex., for 
General American Life. 


Anderson Goes to Peoria 


Norman Anderson, Mutual Benefit 
Life agent in Chicago for 15 years, has 
been assigned to Peoria, IIl., as produc- 
tion manager by Bruce Parsons, one of 
the two Chicago-general agents.- Mr. 
Anderson was honored at a dinner of 





the staff before going to his new  post.- 


He has been in life insurance selling for 
about 15 years: since--graduation from 
Northwestern University, all-of the time 
with Mutual Benefit at Chicago. From 





New Dayton Team 








L. 8S. TROUT 


Ww. 0. CORD 


The partnership of Cord & Trout has 
been formed in Dayton, O., to serve as 
managers of Fidelity Mutual Life. The 
partners are W. O. Cord, who since 1929 
has represented Penn Mutual Life in 
Dayton, and L. S. Trout, who has been 
associated with Mr. Cord for 10 years. 





the first he was successful. His produc- 
tion level has risen to between $300,000 
and $400,000, and he has led the Mutual 
Benefit at Chicago for about 10 years in 
number of lives written. 





Westwood in Honolulu Post 


John Westwood, who has been a per- 
sonal producer for Northwestern Mu- 
tual Life at Los Angeles for the past 
3%4 years, has joined Manufacturers Life 
of Canada as manager of the life depart- 
ment of the von Hamm-Young Com- 
pany, Ltd., Honolulu representatives of 
Manufacturers. Mr. Westwood is a 
native of New York state and was edu- 
cated at Princeton University. 

In Honolulu he takes the place of G. 
N. Quigley, Jr., who becomes Los An- 
geles manager for Manufacturers Life. 
Mr. Quigley succeeds J. W. Jermyn, 
who for the past 10 years has been 
branch manager at Los Angeles. He is 
retiring on a pension. He went with 
Manufacturers Life in 1922, was ap- 
pointed branch manager at Portland 
when the company entered Oregon in 
1925, and four years later was trans- 
ferred to Los Angeles as manager. 


Cantrell Returns to Texas 


Balie T. Cantrell, who resigned re- 
cently as director of the home office 
agency of Capitol Life of Denver, has 
joined California-Western States Life 
as supervisor for south Texas. His 
headquarters will be in Houston. He is 
familiar with the territory, as he for- 
merly served as supervisor of Great 
Southern Life in Houston and as agency 
manager at Austin. 

California-Western States has ap- 
pointed L. D. Lowry agency manager at 
Beaumont, Tex., and W. H. Kilgo as 
unit manager of the Houston agency. 





Frank Palumbo Agency Organizer 


Frank A. Palumbo has been appointed 
agency organizer in the C. L. Coyner 
agency of Mutual Life in Chicago to 
succeed Dan Starmann, who has been 
transferred to the Grand Rapids agency 
as service representative. Mr. Palumbo 
has been supervising assistant. for sev- 
eral years. His work has been most 
satisfactory. 





Mathewson St. Louis Manager 


Bankers Mutual Life of Freeport, IIl., 
has appointed Henry A. Mathewson 
general agent in St. Louis. He re- 
places A. J. Westermeyer, resigned. Mr. 
Mathewson has been connected with 
New England Mutual. He has been in 
the business 15 years. Offices are in the 
International building. 





Branch Made District Agent 


P.-C. Branch has been appointed dis- 
trict agent for Jefferson county, Wis., 
by French & Horner, Northwestern 
Mutual general agents at Madison. Mr. 
Branch has been office manager of the 
French &-Horner general agency for 
16 years. For the present he will make 
his headquarters in Madison. 





Holbrook Named at Birmingham 


E. E. Dent, Alabama manager Equi- 
table Society, has named James S. Hol- 
brook district manager in charge of 
Birmingham and adjacent counties. Mr. 
Holbrook has been with the Equitable 
12 years. 





“Insuring” Renewal Commissions 


Tue NATIONAL UNDERWRITER gets an 
inquiry from a general agent, who in- 
quires whether there is any plan avail- 
able in a reputable institution for “insur- 
ing” renewal commissions. He states 
that what he has in mind is a form of 
coverage that consists of a “*creasing 
amount of life insurance, ur**r which 
renewal commissions would be paid in 
the event of the death of the insured and 
probably also in case of a lapse of the 
policy. He states that he recalls having 
seen something several years ago from 
which he got the impression that such 








Reitz Succeeds Sparks 
at Kansas City Branch 








L. E. REITZ 


L. E. Reitz has been appointed man- 
ager of Connecticut General’s Kansas 
City branch to succeed R. G. Sparks, 
who has resigned to devote his entire 
time to personal production. 

Mr. Reitz entered the insurance busi- 
ness eight years ago on completing his 
studies at the University of Kansas and 
Kansas City School of Law. He was 
with ‘Connecticut General’s Kansas City 
office for four years where he was assist- 
ant manager before going to Newark 
as assistant manager a year ago. 








a form of protection might be available. . 
THE NATIONAL UNDERWRITER knows of 
no such plan on the market. 





Ecker on War Committee 


F. H. Ecker, chairman of Metropoli- 
tan Life, has been appointed a member 
of the general committee of industrial- 
ists that is giving attention to the 
money market situation arising from the 
European war. The group will set up 
a liaison between Wall street and the 
Federal Reserve Bank. Mr. Ecker was 
selected as representative of the life in- 
surance business by representatives 0 
the leading insurance companies, 





The Hughes agency of the Massachu- 
setts Mutual Life in Chicago held an 
outing this week at Medinah Country 
Club. 





Heads Union Mutual's 
Home Office Agency 








The Union Mutual Life has appointed 
Fred T. Jordan manager of its home 
office agency 1 
Portland, Me. Mr. 
Jordan, a native 0! 


business in 
elers’ Portland of 


fice. He was short 


manager.  Resigt 
ing in 1934 he was 
sent to Philadel 





necticut General 4 
assistant managét 
under Stuart F. 
Smith. In 1934 he was made manage 
of the Buffalo agency, where he did 4 
outstanding job. He resigned last month 
to go with Union Mutual. ; 

Mr. Jordan was first vice-president of 
the Buffalo Life Underwriters Associ 
tion and a director of both the manages 
association and life underwriters. 


Fred T. Jordan 
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NEWS OF LIFE 


ASSOCIATIONS 





Mohan Slated for 


Baltimore Chief 


BALTIMORE—The annual meeting 
of the Baltimore Life Underwriters’ As- 
sociation will be held in the Lord Balti- 
more Hotel, September 14. The nomi- 
nating committee has recommended 





T. J. MOHAN 


T. J. Mohan, of Eureka-Maryland As- 
surance, for president; F. G. LaMotte, 
Massachusetts Mutual, first vice-presi- 
dent; L. V. Godine, of Northwestern 
National, second vice-president, and 
these directors: H. G. Calvert, Penn 
Mutual; E. J. Clark, Jr., John Hancock 
Mutual; J. P. Graham, Jr., Aetna Life; 
W. J. Kenealy, Metropolitan Life; R. H. 
Lee, Provident Mutual, and J. A. Menon, 
National of Vermont. 





Vocational Training Program 
Mapped Out in Wisconsin 


MILWAUKEE—Alvin Moser, Aetna 
Life, president Wisconsin Association of 
Life Underwriters, has received a report 
from Frank Neu, Green Bay, chairman 
of the educational committee, relative to 
establishing in Wisconsin a state-wide 
program of vocational instruction in life 
insurance. A committee met with rep- 
resentatives of the state board of voca- 
tional and adult education in Madison 
recently to map out a three-year training 
program, progressing from fundamentals 
to advanced studies. The program will 
be carried out under part of a $27,000 
annual grant of federal aid under the 
George-Deen act of 1936, to train per- 
sons in distributive occupations. The 
State board started vocational education 
for salesmen in various fields in 1932. 
Insurance classes have been held in re- 
cent years in some Wisconsin cities un- 
der vocational school and university ex- 
tension auspices. The new program is 
expected to include some 20 cities where 
vocational schools are located. 

Rochester, Minn.—Hiram Moore, state 
oe will attend a dinner meeting 
wn cogil Reuben Lackey, Mutual Life 

New York, St. Paul, will speak. 
eae Laren B. Thompson, Detroit, 
eletinn tin apd of the Michigan as- 
kant .. will speak Sept. 14 on ‘The 
Relations the Life Insurance Public 

s Man. 

repent —De. Perry Rohrer, Chicago 
meeting poe by address the first fall 
fabenaen* pt. 22 on “Psychological Dif- 
oan business insurance and 
2. Lite bie: run from Oct. 2 to March 
Thierbach nsurance speakers are: R. P. 
W. ns. _Northwestern Mutual Life. 
Ew one Northwestern National; 
Life: ; xa New England Mutual 

webs . yrne, Penn Mutual Life; 





E. A. Inkley, Aetna Life; A. D. Hatfield, 
State Mutual Life; W. H. Jackson, State 
Mutual Life; F. L. McFarlane, Aetna 
Life; G. E. Hirst, Northwestern National 
Life; C. E. Pejeau, Massachusetts Mutual 
Life; David Warshawsky, Reliance Life, 
and F. A. White, Mutual Benefit Life. 

Southwest Iowa—A sales congress will 
be held Sept. 16 at Shenandoah, W. K. 
Niemann, secretary Iowa _ association, 
announces. The date was changed from 
Sept. 9. Speakers include H. A. Hedges, 
Equitable Life of Iowa, Kansas City, 
and T. W. Tomlinson, assistant super- 
intendent of agencies Bankers Life of 
Iowa. 

Northern New Jersey—A series of dis- 
cussions is planned on “The Million Dol- 
lar Underwriter,” to be led by John E. 
Clayton, former president of the asso- 
ciation and for many years a member 
of the Million Dollar Round Table. The 
initial meeting will be held Oct. 6. The 
association is sponsoring the C. L. U. 
program to be given at the University 
of Newark. 


Los Angeles—The life insurance forum 
will hold its first fall meeting Sept. 12. 
Victor Echdahl, sales manager for Swift 
& Co. in southern California, will speak. 

Officers and committee chairmen had 
a preview of the film “Yours Truly, Ed 
Graham.” 

Northern New Jersey—At the first fall 
luncheon meeting Sept. 11, Frank L. 
Jones, vice-president Equitable Society, 
will speak on “Self-Organization.” 
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Michigan Tax on 


Proceeds Viewed 


DETROIT.—The recent attempts of 
the state auditor general’s office to col- 
lect an inheritance tax on life insurance 
proceeds left to a trustee for a named 
beneficiary in Michigan resulted in a 
prolonged discussion at the first fall 
meeting of the board of directors of the 
Associated Life General Agents & Man- 
agers of Detroit. 

H. B. Thompson, association secre- 
tary-counsel, declared that the attorney- 
general has now ruled that life insur- 
ance proceeds left on settlement option 
with insurance companies for named 
beneficiaries are not subject to the in- 
heritance tax in this state, but that pro- 
ceeds left to a trustee for a named bene- 
ficiary are subject to the tax. 

This ruling is in direct conflict with 
the general opinion that life insurance 





proceeds are not subject to the inheri- | agreed to cooperate in building the pro- 
tance tax unless left to an estate rather | grams and supplying outstanding speak- 
than to a named beneficiary. The rul- | ers. 

ing exploded in the faces of Michigan’s F. J. Timmens, general sales man- 
life insurance men like a bomb, and has | ager of Dodge Brothers, will speak on 
resulted in a great deal of speculation | “Salesman Welfare Comes First” on 
and discussion. The ruling was referred | Sept. 21. E. P. Balkema, Northwestern 
to the association’s legislation committee, | National, newly elected president, will 
headed by W. S. Reeve, Union Central. | preside. 

PF Be ~~ ge activities were laid. 

ucational talks will be presented at . . . 

monthly meeting, bearing upon the gen- To Discuss Social Security Changes 
eral theme that the underwriter in the The Chicago Life Agency Supervis- 
business must make money, that the | ors Club will hold its first fall meeting 
prestige of the business and the welfare | Sept. 14. Roland D. Hinkle, Equitable 
of the agencies and companies demand | Society assistant manager in Chicago, 
it. The Sales Research Bureau has|is scheduled to lead a discussion 








Illinois Bankers Lif 


Assurance Company 


Monmouth, Illinois 


Each of the last five years has 
shown an increase in paid-for 
production*over the |previous 
year. 


Consistent progress indicates 
a growing organization. 


Ask for information regarding our 
new Golden "C” Policy, a com- 
plete combination of Accident, 
Health and Life Insurance. 


Karl B. Korrady, Vice President 
and Director of Agencies, Mon- 
mouth, Illinois. 
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on the revised social security act. Mr. 
Hinkle invented the social security slide 
rule which is sold by the Diamond Life 
Bulletins. 


~ 


Dallas Club Opens Season 


The Dallas Life Insurance Managers 
Club will open the year’s activities 
Sept. 11 with an inspirational meeting 
at which Campbell Green, Southwest- 
ern Life, will be chairman. The first 
three meetings of the year will be de- 
voted to discussions of stimulating 


CHICAGO 


New General Agent Is 
Presented in Fine Way 




















ARCH R. HOULE 


Arch R. Houle, the new Chicago gen- 
eral agent of the Massachusetts Mutual, 
who took over the John H. Dingle 
agency, was formally presented to the 
fraternity at a luncheon last Friday. It 
so happened that the general agents of 
the Massachusetts Mutual in the central 
states were holding their regional con- 
vention in Chicago at the same time and 
all were present. A. D. Lynn, assistant 
director of agencies, presided in the ab- 
sence of Vice-president C. O. Fischer, 
who was called to Peoria that day to at- 
tend the funeral of a relative. There 
were brief remarks made by E. W. Gale, 
agency assistant from the head office 
who spent two months in temporary 
charge of the Dingle agency until Mr. 
Houle took charge. E. C. Platter of the 
Houle agency who is rounding out 42 

rs for the Massachusetts Mutual; H. 
K. Baker, one of the newer men in the 
agency; L. M. Buckley, Provident Mu- 
tual Life, president Chicago Life Un- 
derwriters Association; Bruce Parsons, 
manager Mutual Benefit Life, a com- 
pany with which Mr. Houle was for- 
merly associated for 17 years; P. W. 
Krunning, manager trade department, 
Chicago Association of Commerce; C. 
H. Poindexter, general agent North- 
western Mutual at St. Louis; C. W. 
Reuling, Peoria general agent who 
spoke for the General Agents Associa- 
tion; John J. Steger, who succeeded Mr. 
Houle as general agent at St. Paul. E. 
W. Hughes, senior general agent Mas- 
sachusetts Mutual of Chicago, intro- 
duced Mr. Houle, who was given a 
round of applause. 


Agency and Clerical Folks Recognized 


Mr. Lynn introduced the agency and 
clerical force of the Houle agency. 
Other guests present who took a bow 
were Dr. B. W. Claypool, medical ex- 
aminer; J. P. McDowell, manager Retail 
Credit Company; Miss Joy M. Luidens, 
executive secretary Chicago Life Under- 
writers Association; A. J. Hayslett, 





manager mortgage loans, Massachu- 
setts Mutual; W. H. Brinkman, man- 
ager real estate, Massachusetts Mu- 
tual; George Slight, cashier Harris Trust 
& Savings Bank; Donald Waterbury, its 
assistant cashier; R. C. Carlson, First 
National Bank; Paul W. Cook, general 
agent Mutual Benefit; E. E. Lamb, gen- 
eral agent Columbian National Life; 
N. H. Seefurth. Mrs. A. R. Houle sat 
at the head table and was introduced. 
The visiting Massachusetts Mutual 
general agents other than those who 
spoke, were: John Shambeau, Duluth; 
Frank T. McNally, Minneapolis; A. J. 
Butzen, Milwaukee; Carl Le Buhn, 
Davenport; E. M. Sawyer, La Salle, 
Ill.; K. E. Williamson, Peoria; C. W. 
Covalt, Mattoon, Ill.; E. L. Smith, In- 
dianapolis; C. L. Jones, Battle Creek, 
Mich.; D. H..Treleven, Grand Rapids, 
Mich.; W. W. Stoddard, South Bend, 
Ind.; Ralph Lowenstein, St. Louis. 





VACATIONS ARE SACRIFICED 


Some of the Chicago life insurance 
managers did not take a vacation this 
year. Business has been poor, produc- 
tion has been dragging and hence the 
managers thought it highly necessary to 
keep close at home and stimulate the or- 
ganization. Therefore, fewer managers 
went away for a vacation trip than ever 
before. 





R. J. Maclellan, president Provident 
Life & Accident, was in Chicago this 
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Imperial Life Agency Roundup 

About 130 attended the agency con- 
vention of Imperial Life of Asheville, 
N. C., at Wrightsville Beach. L. T. 
New, agency supervisor, presided. The 
welcome was given by Vice-President 
J. N. Jarrett. J. M. Ehle, advertising 
manager, gave a talk. He also presided 
at the banquet. Talks were made by 
T. G. Slate, manager at Fayetteville, 
who had been confined to a Baltimore 
hospital for five months; E. L. Warren, 
deputy commissioner of North Carolina. 
At one of the business sessions L. T. 
New announced the new 10-payment life 
infantile schedule at age five. The 
change consists in giving larger and im- 
mediate death benefits and placing the 
policy in full benefit at age five or after 
four years. 





John E. Dyer has been appointed 
manager of John Hancock Mutual at 
Fort Wayne, Ind., to succeed Harry 
Rogan who is retiring. Mr. Dyer, who 
has been associated with John Hancock 
since 1932, has been an assistant man- 
ager at Pontiac, Mich., and at Chicago. 





Cc. C. Anderson, assistant superintend- 
ent of the Prudential at Indianapolis 
No. 3, has been promoted to an inspector 
in Division G. 


N. C. Rules on “Wholesale” Plan 


Commissioner Boney of North Caro- 
lina has requested companies writing so- 
called wholesale insurance to advise him 
of the procedure that they follow in 
handling this line. He said that his 
attention has been called to the issuance 
of wholesale insurance under the same 
plan as group life, in that a master con- 
tract is issued to the employer and in- 
dividual certificates containing only part 
of the contract to the employe. Accord- 
ing to the North Carolina statue, group 
life covers not less than 50 employes 
and wholesale insurance could not 
qualify as group. Wholesale must be 
considered as ordinary insurance and an 
individual contract containing the entire 
contract would have to be delivered to 
each employe. 








Be a jinx chaser on Hoodoo Day. Fri- 
day, Oct. 13, by selling accident insur- 
ance. Send 10 cents for complete sales 
plan to A&H Review, 175 W. Jackson 
Blvd., Chicago. 





Comment on Social 


Security Act 





J. K. Dyer, actuary Towers, Perrin, 
Forster & Crosby, life insurance and 
pensions experts in Philadelphia, has 
made a special study of the new social 
security act amendments and takes ex- 
ception to some statements in a recent 
issue of THE NATIONAL UNDERWRITER. 
He says: 

“On page 1, Aug. 25, at the bottom 
of column 1 you indicate that the ‘child’s 
insurance benefit, upon the payment of 
which the ‘widow’s current insurance 
benefit? depends, is available until the 
child reaches ‘age 16 (or 18 if attending 
school’). Actually, as I interpret the 
act, the child’s insurance benefit is avail- 
able until the child is age 18 in any event. 
Evidently your writer confused the defi- 
nition of a ‘child’ in the old age benefit 
provisions with that of a ‘dependent 
child’ found in Section 406(a) of the 
amended act, which covers free benefits, 
comparable to old age assistance for de- 
pendent children. 


Widow’s Benefits 


“On page 2, column 3 in the first para- 
graph following the heading ‘Resume 
Payments at 65’ you indicate some 
doubt as to whether a widow who has 
already received benefits prior to 65, due 
to having dependent children, can re- 
sume these benefits on attaining age 65. 
I thought that the act was quite clear 
on this point, the fact being that pay- 
ments may be resumed at age 65 if, and 
only if, the deceased individual was 
fully insured at the time of his death. 
If he was only currently insured, the 
widow’s benefits are only payable dur- 
ing the minority of the children, but 
not after age 65. 

“In the second line of the last para- 
graph in the same column, the word— 
‘two’ should be inserted before ‘of the 
quarters.’ I presume this is simply a 
typographical error, since your descrip- 
tion follows very closely the exact word- 
ing of the act. In column 4 on page 2, 
in the last sentence of the first para- 
graph starting in that column, you 
should state that the average monthly 
wage is obtained by dividing the total 








wages paid by three times the number 
of quarters to retirement or death. This 
is a very important point. If the man 
whom you use as an example works in 
covered employment only 10 out of the 
25 years between 40 and 65 (assuming 
he is 40 on 1-1-37), and earns, for ex- 
ample, $250 per month during those ten 
years, his benefit will be based on aver- 
age monthly wage of only $100 per 
month. In other words, the amount of 
his earnings in covered employment ap- 
pear in the numerator of the fraction de- 
termining ‘average monthly wage,’ but 
the full number of years in which he 
might have been covered occur in the 
denominator. This is a very important 
item, affecting as it does the benefits of 
not only those employes who are inter- 
mittently covered, but those who enter 
the system late (any quarters after that 
in which age 22 is obtained, if after 
1-1-37, being counted in the denomina- 
tor), and those who retire from active 
employment before age 65. Another im- 
portant example, is the case of a female 
who works, say, from age 20 to age 30 
and then marries and leaves employ- 
ment permanently. Her primary bene- 
fit would only be based upon 10/45 of 
her actual average monthly wage during 
the period of her employment.” 

Mr. Dyer expresses the belief that the 
amendments to the social security act 
are a definite improvement over the 
original act in that they reflect a more 
realistic attitude toward the solution of 
social security problems and, therefore, 
are-more likely to remain unchanged in 
most of their essential details. This, ac- 
cording to Mr. Dyer, enables counselors 
to help their clients plan long term sup- 
plemental programs for their employes 
with assurance that the programs will 
not be upset by drastic changes in the 
federal program. 

Mr. Dyer expresses the belief that the 
future of family income and _ related 
types of policies is somewhat clouded. 
He states it is important for the insur- 
ance business to explore in detail all 
possible ways in which individual insur- 
ance policies may be used to supplement 
the benefits provided by the federal plan. 





Answer Questions on Security Act Change 





In response to the invitation of THE 
NATIONAL UNDERWRITER to readers to 
submit questions concerning the amend- 
ments to the social security act W. J. 
McGee of Franklin Life in Sherman, 
Tex., wrote to the editor. The re- 
sponse, which was composed by Ralph 
P. Ross, originator of the Social Secur- 
ity Datagraph, is given herewith: 

“This is in reply to yours describing 
a certain case under the social security 
act and asking two questions relating 
thereto. 

“Question (1) If a man, 54 years of 
age on Jan. 1, 1937, earned $175 per 
month during 1937, $100 per month dur- 
ing 1938 and 1939, but draws no further 
salary under the act, what will his pen- 
sion be at age 65? 

_Answer. He is entitled to no pen- 
sion. Sec. 202 under title II of the 
amendments of 1939 states that in or- 
der to qualify for a primary insurance 
benefit (pension) he must be a fully in- 
sured individual. Sec. 209 (g) defines 
fully insured as meaning, (1) he must 
earn at least $50 per quarter out of each 
two quarters elapsing after 1936 and up 
to but excluding the quarter in which he 
attains age 65, or (2) he must have 
earned at least $50 per quarter for a 
total of 40 quarters. 

“Obviously, if this man’s earnings 
cease, he will not be fully insured at age 
65, therefore does not qualify for any 
benefit. 

“He now has 12 quarters of ‘coverage’ 
to his credit. He needs 28 more to qual- 
ify under (2). He would have to earn 
$50 per quarter or more during each of 
28 quarters between now and age 65. 

“Under (g) (1), he can qualify by 
earning $50 or more per quarter out of 





each two quarters from Jan. 1, 1940, un- 
til he attains age 65. On that date he 
will be age 57, so he must receive said 
earnings during 16 of the 32 remaining 
quarters before attaining age 65. Fur- 
thermore, he must work at least one out 
of each two quarters. He cannot qual- 
ify by working four quarters one year 
and ‘laying off the next.’ 

“Q. (2) On the same above, if he 
drew $100 salary for one month in 1940 
and then no further, what would his re- 
tirement fund be at age 65? 

“Answer. He still would qualify for 
no pension at age 65 because this would 
er him a fully insured individ- 
Cals 





Pennsylvania Record for 1938 


_ Total ordinary life insurance in force 
in Pennsylvania as of Dec. 31, 1938, was 
$6,707,433,680, according to a report just 
issued by the Pennsylvania department. 
Total group in force was $1,320,236,407 
and total industrial $2,479,857,366. 

Total ordinary issued during 1938 was 
$587,880,976, group $223,606,136 and in- 
dustrial $422,474,122. 

Total ordinary premiums received 
were $204,179,209, losses paid $80,229,- 
797. Group pfemiums were $15,991,346, 
losses $11,104,579; total industrial prem!- 
ums were $86,497,466 and losses $24,669, 
033. The consideration for annuities was 
$26,711,563. 





Allen May, general solicitor for Gen- 
eral American Life, has been elected 
vice-president of the Civitan Interna 
tional. He will have charge of the tet 
ritory west of the Mississippi. 
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Rules Society Must Use 
End of Year Cash Value 


The end of the year cash value was re- 
quired by ruling of the Texas commis- 
sion of appeals in the case of Praetori- 
ans vs. Redmon, to be used in calculat- 
ing the amount of extended insurance 
available to the assured, rather than the 
portion of the year for which premium 
payments were made. Redmon had paid 
his premium for five years and three 
months at the time of lapsation, having 
an accumulated reserve of $7.12 at that 
time as the balance left after subtract- 
ing an $81 policy loan. 


Must Use Six-year Value 


The court held that the nonforfeiture 
provisions required the society to use 
the six year value. The certificate pro- 
vided any indebtedness would reduce 
the amount of extended insurance in the 
proportion that the indebtedness bore 
to the cash value, but the extended term 
period would remain the same. A lower 
court rendered judgment for Redmon 
which was sustained by the court of ap- 
peals. The society then appealed to the 
commission. 

Question of liability for double in- 
demnity also was involved, the Prae- 
torians claiming it was liable only for 
the extended insurance value of $82.31 
and the beneficiary claiming $2,000 less 
the $81 indebtedness. The policy pro- 
vided the double indemnity clause auto- 


matically expired on default in premium | 


payments. Another provision was that 
loan values were available any time dur- 
ing the year if all dues for the year had 
been paid and other values applied as of 
the end of the year. The society was 
held to be not liable for the double in- 
demnity death benefit. 





Disability Coverage Proves 
Popular in Societies 





The fraternal societies did not discon- 
tinue writing disability insurance when 
the experience became bad, as did most 
of the old line life companies. The so- 
cieties as a whole feel that this is a 
necessary service to policyholders. This 
seems to be borne out by the fact that 
disability coverage is becoming more 
popular with fraternal members, reports 
Walter Fearn, manager of the disability 
department, A. O. U. W. of North 
Dakota. 

During the last few years this society 
has distributed to disabled members 
more than $1,000,000 under the disability 
coverage. 


Goes with Life Insurance 


“Disability business is an adjunct to 
the life business,” Mr. Fearn comments. 
It provides its members with not only 
the necessities of life during a time when 
such necessities are hard to get when 
the pay check stops coming in, but it 
has even gone farther than that. It has 
conserved the life insurance protection 
of the family by furnishing funds to keep 
the insurance in force. 
person’s earning power is his most 
valuable asset. Upon it his home and 
family depend. He can put off buying 
almost anything he wants until he needs 
it, except accident and health insurance. 
Sixty-eight people in the United States 
are disabled every minute. In 1937, 106,- 
000 people were killed in accidents in 
the short space of 12 months, and 9,800,- 
900 people were disabled by injuries. 
The cost of these deaths and these in- 
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juries is estimated to be more than $3,- 
700,000,000.” 


Polish Society Officials Safe 

Six officials of Polish Roman Catholic 
Union, Chicago, ran the German sub- 
marine blockade in the North Atlantic 
on the Polish liner “Batory,’ arriving 
safely in New York this week. They 
were Joseph L. Kania, president; Jo- 
seph I. Barc, secretary-general; Frank 
S. Barc, editor of “Polish Union Daily,” 
accompanied by his wife; Frank Daniel 
of Cicero, Ill, and Angela B. Gorna, 
Chicago, directors and the Rev. Paul 
Janeczko, Spring Valley, IIll., vice-chap- 
lain. The war started when the “Bat- 
ory” was in mid-ocean, and society of- 
ficials in this country were much con- 
cerned for the safety of the party. The 
occasion of their trip abroad was the 
annual tour of Poland conducted by the 
society, there being 28 Americans of 
Polish descent in the group. 





Fraternal Totals in Pa. Shown 


The Pennsylvania department in its 
report on 1938 operations shows that 
adult insurance in force in the state in 
fraternals as of Dec. 31, 1938, was $588,- 
766,576 and juvenile in force was $58,- 
764,555. There were 754,662 adult mem- 
bers and 154,735 juvenile. Assessments 
received from adults were $14,075,896 
and from juvenile $371,411. Total adult 
claims paid were $9,526,673 and juvenile 
claims $73,950. 


Federal Life Makes 
Promotions ' 





(CONTINUED FROM PAGE 2) 


The new President Cavanaugh also 
came from rural life. Both were edu- 
cated in country schools. Mr. Hamilton 
came into insurance largely through 
banking, legal and political life. Mr. 
Cavanaugh majored in insurance, mathe- 
matics, and- economics at the University 
of Wisconsin and came into the busi- 
ness through the actuarial department. 
Mr. Cavanaugh was born on a farm 
near Hartford, Wis., 50 years ago, on 
June 2. He was brought up in a typical 
dairy community. During the school 
term he walked four miles to the coun- 
try school. He entered the University 
of Wisconsin in 1908, paying most of his 
expenses by spare time work, including 
life insurance selling. When he gradu- 
ated he left immediately for Syracuse, 
N. Y., to become associated with a con- 
sulting actuary. He was called back to 
Wisconsin as special examiner for the 
Wisconsin insurance department. He 
connected with the Federal as actuary in 
1914. He was chosen vice-president 
and actuary in 1923, and became execu- 
tive vice-president and actuary in Febru- 
ary, 1931. A few years after he entered 
the employ of the company he was 
elected a director and a member of the 
finance and executive committees. 


Hamilton Prepares for Future 


Mr. Hamilton has been solicitous as 
to the continuance of the Federal Life 
along the lines he had laid out. Be- 
fore he had nominated Mr. Cavanaugh 
as his eventual successor he trusted his 
stock holdings so that the company 
would be continued for the benefit of the 
policyholders as well as for his family. 
During recent years he became a world 
traveler and while he was about on his 
trips Mr. Cavanaugh became active 
head. A year and a half ago Mr. Ham- 
ilton announced his intention of becom- 
ing chairman of the board on his 75th 
birthday. Mr. Cavanaugh has been rec- 
ognized as the logical successor because 
he deserved the place. He is a hard 
worker, has mastered every detail in 
all departments of the life, accident and 
health branches. He is an associate of 





the Casualty Actuarial Society. He is 
a past president of the Health & Acci- 
dent Underwriters Conference and is a 
present member of its executive com- 
mittee. Among his more recent ad- 
vances it might be noted that less than 
a year ago he was married. 


Other Changes Made 


Other changes in the official person- 
nel include John F. Williams, Spencer 
R. Keare and G. W. Myers. Mr. Wil- 
liams becomes vice-president and assist- 
ant treasurer; Mr. Keare, vice-presi- 
dent and assistant superintendent of 
agencies, and Mr. Myers, actuary and 
assistant secretary. Mr. Williams, al- 
though his work with the Federal Life 
has been in the investment department, 
is an actuary. He was educated at La- 
fayette College, was associated for a 
time with Consulting Actuary M. M. 
Dawson in New York, then went with 
the Reliance Life. He became actuary 
for the South Carolina insurance de- 
partment, then Tennessee and then Illi- 
nois. He was elected vice-president of 
the Illinois Life in 1926 and joined the 
Federal Life in 1933. 


Keare Had Selling Experience 


Mr. Keare went with the Federal Life 
three years ago after 10 years experi- 
ence in Chicago as western sales rep- 
resentative of an eastern textile factory. 
He has devoted the major part of his 
time in developing sales training meth- 
ods and in recruiting and training new 
men in Illinois and nearby states. He 
has found. his experience in general mer- 
chandising very valuable. He completed 
C.L.U. and. Life Office Management 
Association training courses. He is a 
Swarthmore graduate in the class of 
1925. He is a son-in-law of President 
Hamilton. 

Mr. Myers is a graduate of the Uni- 
versity of Michigan actuarial course. He 
went with the Continental Assurance in 
Chicago and from there to the Ameri- 
can Medical Life of Spokane, Wash., 
as actuary and assistant secretary. He 
joined the Federal Life as assistant ac- 
tuary six years ago. 


Directors’, Officers’ Dinner 


The officers and directors met at din- 
ner Wednesday night with a number of 
invited guests and friends. These in- 
cluded Joseph Frey, president Lake 
Shore Trust &-Savings Bank, Chicago, 
of which Mr. Hamilton is and has been 
for many years chairman of the board; 
Lee N. Parker, president American 
Service Bureau, and Harold R. Gordon, 
executive secretary Health & Accident 
Underwriters Conference, both of Chi- 
cago. Mrs. Spencer R. Keare, President 
Hamilton’s daughter and wife of the as- 
sistant vice-president and assistant su- 
perintendent of agencies, also attended. 
Mr. Keare in the series of promotions 
has been advanced to vice-president and 
assistant superintendent of agencies. 
Mrs. Keare as’ Miriam C. Hamilton, 
some years ago, was elected a director, 
becoming one of the youngest life com- 
pany directors. 





Announce Program 
Kansas City Meet 
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10:00. Address of welcome by Daniel 
Boone, president Midland Life. 

“The First Two Years of the Institute 
of Home Office Underwriting,” R. W. 
Beeson, secretary Liberty National Life. 

“Collateral Responsibilities and Op- 
portunities of the Lay Underwriter,” F. 
L. Rowland, executive secretary Life 
Office Management Association. 

General discussion. 

Underwriting Clinic—Chairman, C. F. 
Barney, manager underwriting American 
United Life. 


Friday, Sept. 15 


Chairman, M. M. Blair, assistant sec- 
retary Atlantic Life. 

“Petroleum Risk Underwriting,” G. I. 
Henson, underwriter Pioneer American 
Life. (This paper will be illustrated by 
moving pictures showing numerous 
operations, hazards and safety devices.) 

Discussion, W. H. Harrison, actuary 
Ohio National Life. 

“The Home Office Underwriter, a Com- 
pany Man,” W. T. Grant, president Busi- 
ness Men’s Assurance. 

Introduction of Dr. Henry Wireman 
Cook by Dr. H. A. Baker, medical direc- 
tor Kansas City Life. 

“Some Trends in Selection of Life 
Risks,” Dr. H. W. Cook, vice-president 
and medical director Northwestern Na- 
tional Life. 

Underwriting Clinic—Chairman, R. T. 
Texton, underwriter Connecticut Gen- 
eral. 


Saturday, Sept. 16 


Ordinary Round Table—Chairman, J. 
L. Briggs, assistant secretary Southland 
Life. 

Theme: “Practices and Variations,” 

Opening remarks by Chairman. 

“Insuring Juveniles,” R- J. Burke, 
assistant secretary North American Re- 
assurance. 

“Underwriting Agents’ Lives,” W. J. 
Barr, actuary Fidelity Union Life. 

“Rewriting the Rating,” N. C. Johnson, 
manager underwriting Alliance Life. 

“Underwriting Expectancy Term and 
Preferred Risks,” J. R. Ward, assistant 
secretary United States Life. 

“Medical Examiner Systems,” D. B. 
Semans, chief underwriter and assistant 
secretary Lincoln National Life. 


Mathus Treats Prestige Building 


K. H. Mathus, who is well known in 
life insurance advertising work and re- 
cently has been engaged in special as- 
signments for the agency department of 
Massachusetts Mutual Life, is the au- 
thor of a new book, “Promoting Personal 
Prestige in Life Insurance.” It is pub- 
lished at $1 a copy by the Mutual Un- 
derwriting Company of Rochester, N. Y. 

Mr. Mathus describes more than 100 
definite procedures to hasten the process 
of prestige building. He has gathered 
these from personal visits with numer- 
ous managers, general agents and 
agents in the United States and Canada. 
He undertakes to create principles from 
case examples. Mr. Mathus’ style of 
writing is spirited. 








PROGRESSIVE 


Throughout the thirty-six years of its existence, the 
s - Aid Association for Lutherans has earned a reputationn 


for able, 


ASSETS 
Paid to 


progressive management, and sympathetic 
understanding of the needs and problems of its certifi- 
eate-holders. The Association has ever been alert to 
the modern trend of the times, always adjusting itself 
to mect new needs of protection. 


INSURANCE IN FORCE.........$195,294,926.00 
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in death and 
$20,890,281.70. 
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sick benefits, old-age income, surplus, etc., 





All standard forms of legal reserve life insurance for 


men, women, and children of Synodical Conference 
Lutheran churches. 
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Appleton, Wisconsin 
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Otto C. Rentner, Vice-Pres. 


Albert Voecks, Secy. 
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Final Plans Made 
for ‘Message’ Week 
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Harvest from Yesterday’s Foresight” 
has also been prepared. 

The committee has prepared an in- 
teresting, recorded radio show which 
dramatizes the benefits of life insurance 
and spotlights the work of the agent in 
making them possible. These record- 
ings will be offered to local associations 
through the National association. 

This year the National association 
has decided to make its essay contest 
open to all persons above 16 years of 
age, instead of confining it to school 
children as was done in the past. The 
country has been divided into nine re- 
gions and in each one 10 prizes, rang- 
ing from $200 to $10, will be offered 
for the best stories of life insurance 
in action. The contest will open Oct. 
23 and close Feb. 1. 


Keynoter Is Sought 


A speaker of national prominence has 
been approached to deliver the keynote 
address of the Annual Message. The 
opening ceremony will be held in New 
York, Oct. 23, at a meeting of the New 
York City Life Underwriters Associa- 
tion, attended by prominent persons in 

‘ public life and in insurance. Plans are 
being made to stage, if possible, a brief 
pageant of an historical nature, con- 
trasting insurance benefits of today and 
100 years ago. 

As in the past, a number of speeches 
for delivery before women’s clubs, Ro- 
tary, etc., have been prepared. 

Climax of the week will come in a 
series of policyholder meetings through- 
out the country. Effort will be made 
for as many local associations as possi- 
ble to hold their policyholder meetings 
on the same day, thus giving them na- 
tional importance. 

The same basic message will be de- 
livered at each meeting. The operation 
of life insurance in the public interest, 
its benefits to the people will be dis- 
cussed and answers made to questions 
currently being asked by the public. 
The meetings are to be in the form 
of an open discussion, with the pol- 
icyholders in the role of those who have 
created life insurance and for whom it 
is operated. Besides Mr. Behan, the 
committee includes: 

Frazar B. Wilde, Connecticut Gen- 
eral; Arthur F. Hall, Lincoln National; 
Dr. John A. Stevenson, Penn Mutual; 
Henry B. Sutphen, Prudential; Frank 
L. Jones, Equitable Society; Seaborn 
T. Whatley, Aetna Life; John H. Mc- 
Carroll, Bankers Life of Iowa; Karl 
Ljung, Jefferson Standard; ‘Cyrus T. 
Steven, Phoenix Mutual; Holgar J. 
Johnson, N. A. L. U.; Charles J. Zim- 
merman, N. A. L. U.; Roger B. Hull, 
N. A. L. U.; J. M. Holcombe, Jr., Sales 
Research Bureau. 

Seneca M. Gamble, 





Massachusetts 


LUTHERAN MUTUAL @ 


Life 


Insurance Company 


WAVERLY, IOWA 


Mutual, is chairman of the publicity 
committee. Other members are Earl 
R. Trangmar, Metropolitan; Arthur W. 
Theiss, Ohio National; Scott H. W. 
Fyfe, Canada Life; D. Bobb Slattery, 
Penn Mutual; John H. McCarroll; Karl 
Ljung, and Cyrus T. Steven. 


Canadians Make 
War Changes 
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“Residence, Travel, Occupation and 
Cause of Death—This policy is free of 
conditions as to residence, travel, occu- 
pation and cause of death except as pro- 
vided under any disability or accident 
benefit provision hereof, and except that 
the amount of this policy shall be re- 
duced to the sum of the premiums paid 
hereon 

“(a) if within two years of the date 
hereof the assured shall commit suicide 
whether sane or insane; or 

“(b) if the asured shall dies as a result 
or indirect of operating or of traveling, 
riding or being or having been in or on 
any kind of aircraft except as a fare-pay- 
ing passenger on a licensed aircraft (not 
engaged in the transport of troops) pi- 
loted by a licensed passenger pilot on a 
scheduled passenger air service regularly 
operated between specified airports 
within the. Dominion of Canada and/or 
the continental limits of the United 
States of America; or 

“(c) if the assured shall die from any 
cause while on service or On active serv- 
ice or while serving, in any naval force 
or oganization or and branch thereof; or 

“(d) if the assured shall die from 
any cause while on service or on active 
service or while serving, outside the Do- 
minion of Canada or the continental lim- 
its of the United States of America or at 
sea outside of or beyond the geographi- 
cal boundaries and territorial waters of 
the Dominion of Canada or the conti- 
nental limits of the U. S. A.; in any mil- 
itary or air force or organization or any 
branch thereof; or 

“(e) if the assured shall die from any 
cause while engaged in or associated 
with any hospital or ambulance or relief 
organization, outside the Dominion of 
Canada or the continental limits of the 
United States of America or at sea out- 
side of or beyond the geographical boun- 
daries and territorial waters of the Do- 
minion of Canada or the continental lim- 
its of the U. S. A.; or 

“(f) if within twelve months of termi- 
nation of any service, engagement or as- 
sociation referred to in paragraphs (c), 
(d) and (e) hereof the assured shall die 
whether in Canada or elsewhere as a re- 
sult direct or indirect of causes arising 
out of or directly or indirectly attribut- 
able to the assured having been in such 
service or organization; or 

“(g) if the assured shall die as a re- 
sult direct or indirect arising (i) out of 
or indirectly attributable to war whether 
declared or undeclared or hostilities of 
any kind or any act incident thereto, and 





it 





Popular Policy Forms 
Reasonable Rates 


Liberal Dividends 
Low Net Cost 


Licensed in Twenty-one States Including New York 





(ii) while the assured was outside of the 
Dominion of Canada or the continental 
limits of the United States of America 
or at sea outside of or beyond the geo- 
graphical boundaries and territorial wa- 
ters of the Dominion of Canada or the 
continental limits of the U. S. A. 





OFFICIAL STATEMENT 


R. Leighton Foster Explains 
Steps Being Taken and 
Theories Behind Them 





TORONTO.—The bulk of seven bil- 
lion dollars of life insurance owned by 
‘Canadians will be unaffected by the war, 
insurance executives announced here. 

Speaking on behalf of the life com- 
panies, R. Leighton Foster, general 
counsel of the Canadian Life Insurance 
Officers’ Association, stated that gen- 
erally there are no restrictions or extra 
charges at present regarding military 
service at home or abroad on existing 
life insurance in force with the excep- 
tion of present restrictions against areo- 
nautical risk already contained in many 
policies. Most of the policies of Ca- 
nadian companies are entirely free of 
war restrictions. 


Extra Benefits Discontinued 


Double indemnity benefits and total 
disability benefits included in many pol- 
icies usually are discontinued automat- 
ically when the insured engages in ac- 
tive service, Mr. Foster explained. 

“In regard to new insurance,” Mr. 
Foster said, “the life companies will 
insure without restriction or extra pre- 
mium those on military and naval serv- 
ice in Canada or its territorial wates. 
For the time being, however, risks on 
actual flying service in the air force 
are not being accepted. In this respect 
the companies in peace time issue in- 
surance on those actually engaged in 
flying only with considerable restric- 
tions. 

“New insurance in Canada on the 
lives of those engaging in active war 
service outside of Canada presents a 
different problem and new policies will 
be issued with restrictions. The situa- 
tion is one of emergency, as numerous 
applications have been made for such 
insurance. The relatively unknown haz- 
ards of modern warfare make it diffi- 
cult to determine what the restrictions 
shall be. The additional premiums to 
be charged have still to be determined. 
Whatever they may be, they will no 
doubt be adjusted from time to time: 
according to the actual mortality experi- 
ence of the companies. 


New Feature for Civilians 


“In view of the great danger to 
civilian population in the war zones, 
a new feature will be included in new 
policies issued to civilians. The exact 
terms have not yet been drafted, but in 
general it will provide that Canadians 
traveling to or taking up residence in 
theaters of war outside Canada probably 
will be required to pay an additional 
premium on approximately the same 
scale as will Se applicable to those en- 
gaged in active service abroad,” Mr. 
Foster said. 

He said that company officers had 
lost no time in facing the problem. 
“Not only have all Canadian compa- 
nies been accepting applications for life 
insurance without restrictions applica- 
ble in the event of war, but in addition 
their agents for some time past ac- 
tively have been urging Canadians to 
take out life insurance at peace-time 
rates. Now that war has been declared, 
it is, of course, imperative to take these 





steps to protect the interests of existing 
policyholders and their families,” said 
Mr. Foster. 

V. R. Smith, Confederation Life, 
states that his company inserted war 
clauses in policies as of Aug. 25, but 
these were applied to policies issued in 
Great Britain only. 

For the time being, the opinion is 
that loss experiences of the first world 
war period will be used as a basis for 
the establishment of rates on war-time 
insurance, according to Mr. Smith, 

Consideration, it is understood, is be- 
ing given to the discontinuance of issu- 
ing term life insurance for men 40 years 
and under, and discontinuance of ordin- 
ary life non-participating policies. 

It is emphasized that no insurance 
company with a Dominion charter has 
ever gone out of business in Canada 
with resultant loss to its policyholders. 

Principal objective in the discontinu- 
ance of term insurance to those of 40 
and under is to prevent an individual 
taking out a policy and then enlisting 
for active service, and to eliminate those 
likely to be the first called for service. 
Some Canadian companies stopped un- 
derwriting such policies several days 
ago, while others are expected to do so 
at once. 

A war risk has already been in effect 
in British policies, issued in the United 
Kingdom, for some time and it is highly 
probable, according to informed sources 
here, that Canadian companies will fall 
into line in this respect. 

Inclusion of a military and naval serv- 
ice clause in policies now being issued 
means that the contract would be void if 
claim was made as result of the assured 
having been killed in such service. 

For some time prior to declaration of 
war by Great Britain agents in Canada 
suggested the purchase of 60-day term 
insurance as a hedge against declaration 
of war and the consequent increase in 
premiums that would result. Purchasing 
term insurance this way, assured had the 
opportunity of converting to level pre- 
mium or continuing the term insurance 
at the present peacetime rates. It is 
understood that a number of military- 
age men have taken advantage of this 
coverage. 





K. C. Life Honors Bixby 


The Kansas City Life in August hon- 
ored President W. E. Bixby’s birthday 
month by writing $6,672,410 of business 
on 3,223 applications, an 18.7 percent 
increase over the same month last year, 
with 824 representatives producing dur- 
ing the campaign. On Aug. 20, Mr. 
Bixby’s birthday, production was $1,- 
341,430. 








ACCOUNTANT 
WANTED 


as supervisor general accounting 
department of a life insurance com- 
pany domiciled in mid-west, with 
outstanding record of sound growth. 
Must have life insurance back- 
ground and should be familiar 
with procedure in preparation of 
annual statement. Actuarial ex- 
perience desirable though not es- 
sential. Company's growth makes 
this position available; excellent 
prospects for man who gives prom- 
ise of developing executive quali- 
ties. Write fully, giving age, exper- 
ence and qualifications. Address 
K-35, The National Underwriter. 


| 

















midwest. 





SUCCESSFUL ORGANIZER 


Seeking home office supervisory position. 
Seven successful years with one company as personal producer, general 
agent and home office supervisor of agencies. 
Married, age 42, morals good. Fine credit rating. Go anywhere but prefer 
Recruiting, training and supervisory ability proven. 
Address K-42, NATIONAL UNDERWRITER 


Excellent references. 
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Sales Ideas and Suggestions 











Paying Premiums Is Not the 
Problem But the Solution 





The Pyramid Life of Kansas City, in 
discussing premiums, states that paying 
premiums is not a problem but it is a 
solution of the problem. It says: 

“An agent was urging a prospect to 
buy a $4,000 10-year endowment so that 
his boy now 8 would have money to 
go to college ten years hence when he 
was 18. ‘But,’ said the prospect, ‘your 
insurance costs too much money.’ 

“‘Sir,” said the agent, ‘on the con- 
trary, the insurance costs nothing; it is 
the education which costs. If you buy 
an automobile on the installment plan 
you sign a certain contract agreeing to 
deposit money regularly. Is it the con- 
tract which costs or is it the automobile? 
In this instance, the contract I propose 
will furnish transportation to your boy 
through college. It is the transporta- 
tion which costs; the contract merely 
guarantees it. It is your house which 
costs money—not the deed guaranteeing 


ownership.’ 

“When a man objects to the cost of 
a retirement income contract he thinks 
he is objecting to the cost of the insur- 
ance. He is not at all. He is objecting 
to the cost of retiring. Paying pre- 
miums is not a problem; it is a solu- 
tion to a problem. 

“In 1939, 2,200,000 children will be 
born. In 1939, 1,250,000 people will 
unite in marriage to establish new 
homes. In 1939, 30,000,000 children 
will be sent to school by. parents who 
want them to stay on through gradu- 
ation. In 1939, 1,375,000 people will 
pass on to the Great Beyond. Some 
will leave an estate; others will leave 
nothing but bills. 

“It’s our job to see that they all and 
everyone leave something behind—even 
if just enough for ‘last illness and burial 
expense. So don’t waste time writing 
fancy resolttions.” 








Paul Cook Discovers 
New Plan for Interview 


Paul W. Cook, general agent Mutual 
Benefit Life in Chicago, has devised a 
new selling point which has _ proved 
effective. He woke up one night, or 
he claims he did, about 2 o'clock from 
a sound sleep and began thinking about 
one of his friends who he thought 
needed additional insurance because of 
new conditions that had arisen. He 
called him up the first thing in the 
morning from his office, made an ap- 
pointment, told the friend that he had 
thought of him during the night and 
was disturbed because he had not been 
in contact with him. He succeeded in 
his mission. 

It was suggested to Mr. Cook that he 
might either directly or indirectly, genu- 
inely or synthetically think of somebody 
during the night quite frequently and 
use that as a good excuse for making 
an appointment the next day. The im- 
pression that is left when a man tells 
one of his friends or prospects that he 
woke up in the night, thought of him, 
was somewhat disturbed about his life 
Insurance situation and wanted to talk 
it over with him and relieve his con- 
science would be vivid. The prospect 
is flattered and Mr. Cook thinks by this 
means he has found an entree in a rather 
unusual way to make an appointment. 





Do You Have a Nose for 
Insurance Situations? 


You hear that Mrs. Jones won $10,000 
on the Irish Sweepstakes or that Tom 
Brown has just come into an_inheri- 
tance. Does that mean anything to 
you? 

You know a couple who go once a 
month to a sanatorium to visit a 
younger sister who is permanently and 
totally disabled. The parents are dead. 

oes that mean anything to you? 

John Brown is buying two new 

cement mixers for his business. What 
does that mean to you? 
a Our young son is sure of his future 
i lege education, but he says that 
gees Brown down the street, aged 12, 
ne ape to Yale because his father 
vent there. What does that mean to 
you? 

oak Jones is going with the girl next 

or. What does that mean to you? 
Pie of your acquaintances believes in 

ing his children the value of thrift 





and has established savings accounts for 
them besides giving them regular weekly 
allowances. Does that open up any- 
thing to you? 

—Mass Motion. 


What Is a Lapse 


When a policyholder lapses a policy, 
he lapses his hopes, his plans, and his 
economic welfare. 

He lapsés school books and warm 
clothes for growing children. 

He lapses four years of college and a 
fair start in life for his children. 

He lapses a home for the widow. 

He lapses the companionship of the 

mother and the children, the richest boon 
life offers. 
_ He lapses an old man’s food and lodg- 
ing. 
He lapses his insurability—Pyramid 
Builder. 


SALES STIMULANTS 


Don’t feel that brilliancy is a substi- 
tute for industry. 

Success is a journey—not a vacation 
trip. 

Dream castles have no cash value. 

Try to make the prospect conscious 
of a want or need, and show him how 
insurance will make possible satisfac- 
tion. 

Give specific facts rather than gen- 
eralities. 

Do a better job for your client than 
anyone has done before or. will do after. 





Do as much work as possible by ap- 
pointment. 

Do not talk life insurance carelessly— 
dignify your discussions. 

Don’t be an insurance bore; be able 
also to talk intelligently and well about 
other things. 





Ten ‘Cannot’ Advantages of 
Monthly Income Settlement 


Ten “cannot” advantages of a monthly 
income settlement: 

1. Cannot be borrowed by relatives. 

2. Cannot cause anxiety to the widow 
through the sudden necessity in making 
an important business decision. 

3. Cannot be misinvested by well- 
meaning advisors. 

4. Cannot be assigned, attached or 
drawn in advance. 

5. Cannot fluctuate. 

6. Cannot be diverted through a will- 
breaking law suit. 

7. Cannot be lost by reinvestment; 
cannot be reduced by a state settlement 
cost. 

8. Cannot be misspent through exag- 
gerating size. 

9. Cannot mean a large sum left in 
the bank and checked against while it 
is giving no return on the principal. 

10. Cannot be lost, burned up, stolen 
or taken away.—Weekly Production 
News. 





Increasing Average Sale 
of Life Policies 


_The Penn Mutual’s “News Letter” 
gives 14 ways to increase the average 
sale, proposed by E. R. Eckenrode. They 
are as follows: 

1. Quote premiums in even dollars. 

2. Propose income insurance — not 
lump sum. 

3. Quote deposit in terms of weekly 
savings—even amounts. 

4. Add clean-up fund to income. 

5. Quote policy in terms of benefits 
—not amount of insurance. 

6. Sell salary continuance. 

7. Propose a complete program; sell 
part of it now. 

8. Sell for specific needs—education, 
retirement, Christmas, etc. 

9. Suggest $500 clean-up, 
month for one year ($1,684). 

10. Suggest $500 clean-up, $100 a 
month first year, $75 a month second 
year, and $50 a month third year 
($3,098). 

11. Where there is a clean-up policy, 
suggest $100 a month first year, $75 a 
month second year, and $50 a month 
third year ($2,600). 

12. Propose convertible income—start 
him out with a program. 


$100 a 





13. Appeal to pride of ownership. 
14. Program his present insurance. 





Insurance Sales Mean Jobs 





S. W. McGill, manager of the Union 
Central Life at Fort Wayne, Ind., calls 
attention to the fact that many cities 
are participating in the national sales- 
manship crusade and likewise many life 
insurance salesmen are participants. He 
has asked a number of life agents what 
their answer would be to the question, 
“How does the sale of life insurance cre- 
ate jobs?’ The answers, Mr. McGill 
says, have been disappointing. For the 
benefit of his own agents he has pre- 
pared some answers as follows: 

1. The company through its city loan 
department lends money for building 
new homes. This means jobs. 

2. The company through its farm loan 
department lends money for purchasing 
farms. This means jobs. 

8. The company through its invest- 








‘ment department buys government 
vybonds. This is lending money to the 
government. This means jobs. 


4. The company through its invest- 
ment department buys industrial bonds. 
This is lending money to American in- 
dustry. This means jobs. 

5. The company through its invest- 
‘ment department buys industrial bonds. 
This is lending money to American mu- 
nicipalities. This means jobs. 

Money placed in the hands of a life 
company is not “stored away.” It im- 
mediately becomes active in the channels 
of trade. The money goes to work for 
the policyholder. Insurance funds are 
first: safe; second, active. In addition 
to this—when you buy life insurance you 
make it unnecessary for your wife in 


‘later years to hunt for a job. 





Agent's Publicity 
Creates Interest 


John E. Driscoll, agent Connecticut 
Mutual Life, Holyoke, Mass., has been 
placing an inch “ad” in one of the Hol- 
yoke papers twice a week for the past 
two years. Copy appears on the page 
giving death notices and financial news. 
It is changed each week. He finds that 
these “ads” are read and are a real help 
in making his name known. They have 
proved an aid in getting a more respon- 
sive hearing and in two or three in- 
stances have brought people to the office 
to talk over life insurance with him. 

Here are some samples of Mr. Dris- 
coll’s “ads,” his name, address and tele- 
phone number appearing at the end of 
each: 

IF YOU ARE ALIVE 
You should buy life insurance because 
the future is a most expensive luxury. 
* * * 
DEAD MEN DON’T VOTE, 
But they pay taxes. 
Life insurance provides the necessary 
eash. 
* * * 
IF YOU WERE A WIDOW 
What would your husband’s life insur- 
ance do for you? 
* * 
OUR PLAN GUARANTEES 
That a man cannot die before providing 
for his family nor live to exhaust his 
savings. 
* * 
YOU TOOK HER AWAY 
FROM HER JOB 

Do you intend to force her to go back 
some day? 

Protect through life insurance, 

* * * 
IF YOU HAVE SOME MONEY 
You should buy life insurance because 
it is the ideal method of making fool- 
proof bequests. 
* *K 
IF YOU ARE IN DEBT 
You should buy life insurance because 
your wife is your biggest and first cred- 
itor. 
* * * 
AFTER YOU ARE GONE 
What will your family have? 
or your income continued. 

Protect through life insurance. 

TWO REASONS 
for life insurance: 

An income for yourself when you re- 
tire, 

An income for your family if you do 
not live. 


Relief— 


* * x 
A CONNECTICUT MUTUAL 
JUVENILE POLICY 
Teaches thrift—Has increasing value— 
Has low premium rate—Provides college 
funds. 
Issued at ages 5 to 10, 





Bargain Life Insurance Day 


The Massachusetts Mutual calls at- 
tention to the avidity with which the 
people take advantage of bargain days. 
Let a store, for instance, advertise some 
goods at a reduced price and there will 
be crowds desiring to buy. That is 
human nature. As the Massachusetts 
Mutual puts it, “show any man or any 
woman a bargain and the chances are 
good for a sale.” Then it calls attention 
to the fact that there is one bargain dav 
every year for each person. There is 
one day each year when a person be- 
comes a year older and can never buy 
insurance again at the lower rate. The 
company says, “That’s your bargain 
day. You can offer protection at a rate 
lower than you can ever offer it again.” 
Therefore, agents should take advantage 
of the psychology of life insurance bar- 
gain days. 
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rating plan of Fidelity Mutual, the agent 
may eliminate immediately consideration 
of professional men who are practicing 
their professions independently, doctors, 
lawyers, engineers, dentists, architects, 
etc., the proprietors of all businesses, 
officers of the army and navy, govern- 
mental executives, municipal, state and 
national. None of these is affected by 
the act. That leaves in class A, the 
“excellent” prospects, educators, salaried 
executives and salaried professional men 
as the ones who will receive benefits. 
This type of man will not be satisfied 
with the meager allotment under the 
new act. Thousands of these men will 
see in this social security foundation the 
opportunity really to build an acceptable 
insurance program. 

In class B, containing the “good” 
prospects, again professional men in 
private practice are out, proprietors are 
out, contractors, railroad trainmen, gov- 
ernment employes.: That leaves educa- 
tors, salaried executives and _ salaried 
professional men who. will benefit from 
the act. The motivating force of the 
incentive to build on the inadequate but 
desire provoking social security base will 
be even greater in this prospect group, 
according to Mr. Talbot. 


Situation Among “Fair to Poor” 


When those to whom the amended 
act does not apply are eliminated from 
class B, the “fair to poor” prospects, there 
are left salaried salesmen and clerks, 
mechanics, skilled workers and factory 
employes to whom the act applies. If 
the agent is on the job, these people are 
not going to overlook the needs that 
only life insurance can meet. 

Life insurance will provide higher 
education for the children; emergency 
cash will lift mortgages, will pay last 
bills, will enable men to-retire in com- 
fort as they would wish and when they 
wish and life insurance will bridge the 
gap between the day their child is 18 
and the day their widow is 65. Life 
insurance makes any or all of these 
things a contractual guaranteed obliga- 
tion. “Social security does none of these 
things and social security is open to 
legislative revision at any time. Even 
its present benefits are beyond its tax 
base,” the speaker declared. 


Service of Agent Lacking 


Furthermore, there is the important 
matter of the service that the agent can 
render. Nothing can take the place of 
an intelligent, informed, sympathetic, 
understanding and cooperative agent in 
developing needs, explaining needs and 
meeting needs. 

Social security offers the most wide- 
spread publicity for the thing that the 
agent has to sell, that he could possibly 
hope for. 

Mr. Talbot announced that each con- 
ventioneer would be presented with a 
31-page booklet, exploring the various 
angles to the social security act. 

In his preface, Mr. Talbot observed 
that change is always here. In every 
era and in every occupational field there 
have never been times so good but that 
numbers of men have failed and there 
have never been times so bad but that 
numbers of men have prospered. The 
men who are successful are those who 
have adjusted themselves to change, who 
have courageously faced forward and 
not backward. The important thing is 
to exert every possible influence to direct 
change into sound and_ constructive 
channels, to look facts squarely in the 
face and make thoughtful, deliberate 
effort always to adjust to conditions as 
they are found. 

For instance, there is the matter of 
interest return. Of course the yield is 
low and there is no present indication 
of an upward swing applicable to such 
securities as are desirable in life insur- 
ance company portfolios. But life insur- 


ance, he pointed out, will continue to 





so fulfill its contracts as to continue to 
bring into the lives of persons that 
comfort and peace of mind it always has. 

There is the SEC investigation. Mr. 
Talbot said he has perceived nothing 
that alters the statement made by the 
committee at the beginning of the inves- 
tigation: “At the outset I want to make 
clear that this inquiry does not attack 
and in no way questions the adequacy of 
the reserves of any insurance company 
within its scope. . . . No policyholder 
need have any concern that any facts 
brought out in this inquiry will in any 
way jeopardize the protection which he 
counts upon through his insurance 
policy.” 


Sees No Weaknesses 


Should structural weaknesses be indi- 
cated by any phase of the inquiry, he 
said, the business will be grateful for 
the prompt correction which would 
immediately result. He said he knows 
of no probability, however, that such 
structural weaknesses will be found. 

Mr. Talbot expressed the belief that 
the weight of the influence of the new 
Institute of Life Insurance will be felt 
in increasing degree as time goes on. 
The purpose is to correlate the activities 
of all life insurance organizations and 
to promote a wider and more apprecia- 
tive public understanding of the busi- 
ness. 

There is the matter of taxation. Only 
5 percent of the insurance tax dollar 
goes to maintain services for policyhold- 
ers and more than 94 cents goes for 
general revenue purposes. It is some- 
thing that should be looked squarely in 
the face and corrected if possible. But 
it is no barrier to sales opportunities. 

The Fidelity Leaders Club convention 
was formally opened Wednesday after- 
noon by Frank H. Sykes, vice-president 
and manager of agencies. President 
Talbot gave his address and a talk was 
given by J. E. FitzGerald of San Fran- 
cisco. 


Conduct Prospecting Panel 


At the Thursday morning session a 
prospecting panel was conducted with 
L. J. Doolin, supervisor of agencies, 
presiding. Those taking part included 
R. C. Kichline, Reading, Pa.; Paul John- 
son, Cincinnati; J. H. Pickett, Louis- 
ville; A. H. Schaeffer, Harrisburg, Pa., 
and E. C. Weber, Cleveland. A talk 
was made on “Tax Topics, 1939,” by 
Myron E. Watson, Boston. There was 
an open forum discussion of such popu- 
lar objections of today as “Times Are 
Too Unsettled,” “Can’t Afford It,” and 
“Have Enough Insurance.” James el 
Brennan, 
sided. 

There was a discussion of increased 
income through programmed estates 
with C. L. Pontius, supervisor of agen- 
cies, presiding. 

On Thursday noon hg? was a spe- 
cial luncheon for C. L. U.’s with Mr. 
Schaeffer as bo teatig 

At the Friday morning session there 
is a skit called the “Mystery Folks.” 
The cast includes R. F. Tull, secretary 
Fidelity Mutual; A. H. Evans, lay re- 
viewer; Dr. J. T. Sheridan, assistant 
medical director, and O. B. Capps, the 
manager. 

There was an “information please” 
with L. C. Burwell, Jr., presiding. 

App-a-week awards will be made by 
W. S. Hale, library award by P. J. Gro- 
gan and the president’s trophy by C. H. 
Jones. 

There will be a talk by Paul Speicher 
of the “Insurance Research & Review.” 


Fitzgerald Again ‘President 


The new officers and directors of the 
Leaders’ Club who were installed on the 
opening day of the convention are: 
President, J. E. FitzGerald, San Jose, 
Cal.; vice-president, H. N. Lyon, San 
Francisco; second vice-president, R. W. 
Campbell, Altoona, Pa. secretary, L. C. 
Burwell, Jr., Charlotte, N. C.; treasurer, 
Sidney Rice, Indianapolis. 

Mr. FitzGerald started his business 
life as a civil engineer, and this training 
and experience has complemented a tal- 
ented sales ability. In 1933, his first 


Chicago general agent, pre- 





club year, he, electéd. himself vice-presi- 
dent—a post he held .again this year, 
But in five years out-of-seven he has 
been president of the club. 

Directors of the Leaders’ Club include: 
Myron E. ‘Watson, Boston; J. W. Kir- 
gan, Cincinnati; D. F. Denton, Topeka; 

E. Murdock, Elmira, N. Y.; J. F. 
Cowan, Boston; C A. Kratz, Baltimore: 
Cok. Gordy, New Haven; F. W. Roe- 
sen St. Louis; Karl Collings, Philadel- 
phia; Paul Wechsler, Philadelphia. 





Union Central Clan Holds 
Annual Gathering in Quebec 
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people know that almost all policies con- 
tain promises to pay out certain surren- 
der values on demand—and that the 
companies also have large sums left on 
deposit. with them under policy options, 
which in some cases can also be with- 
drawn. These items in total add up to 
a lot of money. And when the layman 
compares this total with the amounts of 
cash and quick assets maintained by the 
various companies, the situation looks 
dangerous to him. 

“Perhaps one reason for this is that 
people subconsciously compare the posi- 
tion of the insurance companies to that 
of the banks. This is erroneous because 
a life company has an important advan- 
tage which a bank does not possess. 
This is a daily stream of premium dol- 
lars coming in with certainty and pre- 
dictability from people all over the 
country and in all walks of life. In our 
own case, we have a steady income from 
premiums which gives us about a mil- 
lion dollars a week. When you add to 
this the amount we receive through the 
maturity of investments, it gives us an 
income of over $70,000,000 a year, flow- 
ing in with great regularity—an income 
far greater than our needs for ordinary 
claims. If we had cared to let this in- 
come accumulate for the last year or so, 
adding it to our regular cash reserves, 
we could have had over $100,000,000 in 
cash at this time. 

“Only a very grave panic could bring 
demands against us that this regular in- 
come would not cover. And even if such 
an emergency occurred, it would not 
find us unprepared. The most quickly 
marketable of all securities are the bonds 
and other direct obligations of the 
United States government, And _ our 
portfolio of government bonds today is 
several times larger than ever before in 
our history. Behind our millions of gov- 
ernment bonds is another, still larger 
block of marketable assets, our rapidly 
growing group of industrial, municipal 
and utility bonds. These securities rep- 
resent equities so fundamental to the 
business of this nation that their value 
cannot help being maintained. 





Serve as Financial Heart 


“Let me correct an. erroneous impres- 
sion which was published lately by a 
certain government official. He com- 
pared the insurance companies to a vac- 
uum cleaner, sucking money out of the 
other parts of the country and drawing 
it-all to the large financial centers. Actu- 
ally, the reverse is true. The life com- 
panies are really acting as a gigantic 
pump or financial heart, forcing a steady 
stream of investment dollars to the re- 
motest corners of the country. Take our 
own case for example. The investment 
of our funds is far more evenly distrib- 
uted throughout the country than the 
collection of them in the form of pre- 
miums. It seems perfectly evident that 
the investment of life insurance funds 
should not be influenced by the place 
where the premiums are collected.” 





Mrs. Lillian Young, secretary to Wil- 
liam Schleip, supervising examiner of 
the California department, is recuperat- 
ing at a Palo Alto hospital. following 4 
serious automobile accident in which her 
husband was killed. 
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SETTING A FAST PACE 


Things are stirring in Continental American. New 
Offices—new men—new plans and provisions—new 
selling ideas—and a new Home Office building. There’s 
a spirit of get-up-and-go in the air that keeps every 
man on his toes. 


Known for progressive, on-the-job thinking since its 
foundation, Continental American naturally appeals to 
the action element in the life insurance community. 
The live wire, quick moving pace-setter takes to Con- 
tinental American because he senses the same wide- 
awake attitude in the Company. 


Now more than ever before, Continental Americans 
are pushing ahead and tuning in on a new 1940 spirit 
of energy and optimism. You'll usually find them 
among those who are fast thinking, quick acting—and 
one jump ahead. 


Continental American 
LIFE INSURANCE COMPANY 


Wilmington, Delaware W. M. Rothaermel, Vice President 
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$125,000,000 in force in 
Ten Years 


Home Office: 608 South Dearborn St. 
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Tue endless procession of great events and distin- 
guished guests at this famous Washington hotel, never 
fails to thrill the discriminating travelers seeking a 
standard of service which conforms with their individual 
requirements in comfort, hospitality and services. That 
is why they make The Mayflower their home when 
visiting the National Capital. Rates are no higher than 
less finely appointed hotels. 


AIR CONDITIONED BEDROOMS 
RESTAURANTS AND LOBBIES 


Single Rooms from $4 Double Rooms from $6 
All with bath, of course 


The (IlAYFLOWER 


WASHINGTON, D. C. 
R. L. Pollio, Manager 
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These are scenes from the memorable ground breaking ceremonies for the new home 
office of Continental American Life at Wilmington, Del. At left is shown speakers table 
at special luncheon—A. I. Covell, Kruh agency, New York: O. E. Simpers, company treas- 
urer: E. C. Burt, Annapolis, Md., oldest representative :in point of service and captain of 
“Old Guard”: R. E. Halstead, supervisor of agencies; G. M. Doherty, special agent at Bos- 
ton; R. C. McMullen, governor of Delaware: A. A. Rydgren, president (standing); W. W. 
Bacon, mayor of Wilmington. 

At right is shown actual breaking of ground—President Rydgren; Mr. Burt, Mr. Doherty, 
Mayor Bacon, C. D. Buck, former governor of Delaware and Continental American direc- 
tor; Harold Schutt. 


G. E. Mecherle, secretary State Farm 
Life, makes an interesting observation 
concerning the relationship between 
proper seating posture for office workers 
and the maintenance of high attendance 
records. He reports that during the last 
few years his company has enjoyed a 
99 percent record of employe attendance. 
He attributes this in no small degree to 
the posture chairs used and to the edu- 
cational and adjustment service given 


Morgan 8B. Brainard, president of 
Aetna Life, is at Colorado Springs this 
week for the western agency regional 
convention of his company. He enters 
into the spirit of the occasion with zest 
and his annual message is one of the 
favorite convention features. 


This is a drawing made by Penn 
Mutual Life to bring home the fact that 
religious adherence to a work pro- 
gram produces regularity of income 
for the agent. Penn Mutual observes 
that sudden enthusiasm and spurts of 
wild activity may have a place in 
some fields but in life insurance suc- 
cess comes to the man who plans a 
steady pace and maintains it. The 
agent is advised to plan his week's 
activity so that every day he can ar- 
range to give a sales talk to at least 
two prospects. 


by the company that installed the chairs. 
Fifty posture chairs were tested as an 
experiment. A number of insurance per 
sonnel men have strongly advocat 
proper seating posture. H. B. Williams 
president of the Domore Chair Company 
of Elkhart, Ind., which is one of the lead- 
ing manufacturers of the posture chairs, 
states that insurance companies were 
among the first large users of this tyPé 
of seating. 





